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a .Read—“‘The Man Behind the Counter” 









Founded 1855 $3.00 a Year 
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Here it is! 


Mw 
TTER THAN CASTERS" } he 


DOMES 


f Ps io" 


Be'tey i Cashers? 


eee §=6»s- Display Cabinet 


Takes Domes of Silence out from 
behind the counter and places 
them before customers in a con- 
vincing fashion. This speeds up 
sales on an item that has every 
home in town for its market. 


Replaces the old familiar cardboard displa 
that was so easily soiled, torn and dog-eared, 
making it unfit for position’ on counter. 


Keeps sizes in orderly arrangement. Displays 
full face of packages and prevents their be- 
ing stolen. . ; 


For all Furniture 


RUGS 
SAVES CARPETS, FLOORS AND 





Reg. U. 8. Pat. Of. 
No. 995,758 which will 


be strictly enforced, FRONT VIEW 


as the customer sees it 





The Cabinet Substantially 


constructed 
of 26 gauge sheet metal—beautifully 
my GE 5 in five colors with a 
hard baked permanent finish. 
Compact in size Wit: 
less than 11 inches long and only 
5 inches wide it requires very little 
counter space. a 
M ntains one ss 
Cap acity sets assorted "ies 
made up of 1 dozen each of 36” and 
114” sizes and 214 dozen each of the 
fast selling ’ ",56",%" and %’. 
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DOMES of SILENCE Division 
Henry W. Peabody & Co. 
S1 Beate Street. New York Coy 


T7_ Othe Perfect Furniture Jootwear WO 


V4 


DOMES of SILENCE @ 


‘Better than Casters” 


Shipped loaded. 


S hipp ed Packed in 200 pound 


test shipping case to prevent denting 
or damage. 


: Costs $10.00—Sells for 
Price $15.00—50% Profit on 
Cost—3314% Profit on Sales. 


Refills Packed % gross of 


straight sizes or assort- 
ment of 1 dozen each of 15”, 54”, 
34” and 4%” sizes. 


Order both cabinet and refills 
from your nearest jobber 


P-2081 


Y Foy 
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' 





— 








Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., i a a 


] 
Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 


Advertising Index, Page 82 


Editorial Index, Page 19 














HARDWARE AGE 


The Duncans entertain tonight 


LONG the moonlit driveway the 
motor cars come crooningly to a 
halt. Under the trees and across the 
lawn there are gay laughter and the 
bright film of summer frocks. Ice clinks 
cheerfully against cool siiver pitchers. 
Salads and sandwiches and cakes are 
served . . . oh, so effectively! 

A famous host and hostess, these 
Dtincans. They ‘do it well’’ because 
they have the things to do it with. An 
attractive house, attractively furnished, 
and a sufficiency of silver for all occa- 
sions. Which may explain why Alice 
Duncan enjoys her guests so serenely 
and why James Duncan smiles so becom- 
ingly from the background. 


1847 ROGERS BROS. 


SALESROOMS: 
NEW YORK 
CHICAGO 


SAN PRANCISCO 









ENOUGH SILVERWARE MAKES ENTERTAINING EASIER 
And 1847 Rogers Bros. Silverplate enables you to provide that 
‘““enough"’ by reasonable, sensible purchases. You will find every 
piece demanded by fastidious table service. Here are iced tea 
spoons, salad forks, cereal spoons, ice cream forks and serving 
pieces like the berry spoon or cold meat fork. Any of these you 
may purchase in quantities as small as you desire. 

Every piece of ‘‘1847 Rogers Bros.,’’ whether coffee spoon or 
coffee urn, tea spoon or complete tea service, is designed by masters 
of the art. And every piece possesses that unquestioned durability 
that has made “‘1847 Rogers Bros."’ famous for three-quarters of 
acentury. Leading dealers everywhere carry “‘1847 Rogers Bros."’ 

Send for booklet , Etiquette, Entertaining and Good Sense. 
It is full of suggestions for successful entertaining. It is free. 
Write for your copy today. INTERNATIONAL SiLveR Co., Dept. E, 
Meriden, Conn. 





SI LVERPLAT E 





ep INTERNATIONAL SILVER CO. 


An attractive display of silverplate appropriate for the summer will remind the readers of the above advertisement in 
the July 25th issue of the Saturday Evening Post that they need the very pieces they see in your window. 
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Ancestral ' 
Cucumber Server 
(Reduced Size) 





Ancestral Sandwich Tray 
and Whipped Cream Bowl 


To match: the knives, forks and 

spoons in the various 1847 Rogers 

Bros. patterns there are many 

such practical and decorative 
pieces. 


CANADA: 
INTERNATIONAL SILVER COMPANY 
or Canaba, LimiTeD 
HAMILTON, ONTARIO 
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NOW REAL SERVICE 


To the Trade: 


The promptness in the handling and shipping: of 
orders we appreciate 1s a most important factor to 
the trade. The writer and his associates comprising 
the new management of this Company, realize that 
in the past this fact was never recognized by our 
Company but, in the future, “SERVICE” will be our 
cardinal policy. 


Until such a time as we have been able to accom- 
plish our desires in production and operation, we felt 
that we would be serving our mutual interest to a far 
greater advantage by denying ourselves the privilege 
of visiting our many friends in the trade and remain- 
ing at home “putting the house in order” so as to 
enable us to render our customers a “REAL SER- 


VICE.” 


While we are accomplishing this purpose, we 
would be glad to hear from our friends in the hard- 
ware fraternity—Jobbers, Buyers, Jobber’s Salesmen, 
Dealers and Hardware Clerks—who would be inter- 
ested in further cooperation with our Company. 


Yours for Service on Sand’s Levels. 


SANDS LEVEL & TOOL CO. 


8629-37 Gratiot Ave. 








Detroit, Michigan 
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A New 
Pruning Shear 


Everyone who trims shrubs, rose 
bushes or small trees will want the new 


BERNARD PRUNING SHEAR. 


Its compound lever action and sharp, 
strong blades make it possible for a 
woman to cut thick branches easily. 
While the cutting blades open wide, the 
handles do not spread beyond the grip- 
ping power of the hand. This makes it a 
convenient tool to use. By a simple de- 
vice, the tool can be /ocked closed when 
not in use. 





The retail price of $1.00 insures quick 
turnover and allows you a good profit. 


Ask Your Jobber 
About Our New Way 
of Selling Pliers 


It includes a Demonstration Display 
that actually makes the customer sell 
himself; also five large window display 
cards—sufficient to make a fetching lay- 
out for window or interior. Ask your 
jobber, or write us, for the complete 
story. 


THE WILLIAM SCHOLLHORN CO. 


Dept. H 
New Haven, Conn. 


BERNARD 


More Than a Hundred Styles 












» LOCKS 
» TOOL 
# CLOSED & 


WHEN OPEN 
ONLY 37%" 








PCIERS 
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No. 100. Flooring Saw 


z : 3 
s 
F 
, a 


Plumbers’ Saw 


Handy Tools 
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me Lever Saw Set 






Bit Brace 
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Lancaster, N. Y. 





SILVER 
STEEL 





No. K Pry ni 


ATKINS 


ESTABLISHED 1857 
Machine Knife Factory: 





SAWS 


THE BIG BUILDING PRO- 
GRAM MEANS PROFITABLE 
SAW AND TOOL SALES 


Hardware merchants who have 
a well selected stock of Atkins 
Silver Steel Saws, Saw Tools and 
Saw Specialties will profit by 
their foresight. 


On this page we show some pop- 
ular patterns which are preferred 
by saw and tool users who pride 
themselves on owning and using 
the best that money and skill can 
produce. 


ATKINS ADVERTISING 
WILL HELP YOU 


Our advertisements in the Saturday 
Evening Post, Popular Science Month- 
ly, Popular Mechanics, and other mag- 
azines, including farm journals, are 
being read each month by millions of 
consumers, therefore, you can capital- 
ize on this advertising and profit on 
our investment by having our prod- 
ucts in stock when called for. 


Write for special advertising matter 
to designate your store as Atkins Saw 
and Tool headquarters. 


ATKINS ALWAYS AHEAD 









Pruning Saw 





NE Sau c 
© Saw No. ll. 


Home Office and Factory: 
Indianapolis, Ind. 
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TKINS 


SAW TOOLS AND... 
SAW SPECIALTIES 



















Carpenters’ Handy Saw 





Cable Saw 
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Hand Saw Filer 
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THE SILVER STEEL SAW PEOPLE 


Canadian Factory: 
Hamilton, Ont. 
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O A MECHANIC, the 

K & F trade mark on a 
file stands for far more than 
the manufacturer’s name. 
It means Keen-cutting and 
Finely-tempered, as well! 
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There’s a growing demand 
for Kearney & Foot Files. 
Your opportunity lies in sup- 
plying them to your trade. 














Kearney & Foot 
Paterson, N. J. 


Owned and Operated by 
NICHOLSON FILE CO. 
Providence.R.|. 


TRADE MARK 


Kearney & Foot Files 
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SIMONDS 


°*HARD EDGE ¢ 


HACK SAWS 


The ever increasing demand for 
Simonds Hard Edge Hack Saw 
Blades is positive evidence of their 
high quality. Made of Simonds 
own steel, with a higher Tungsten 
content, they outlast other blades. 
They hold proper clearance and are 
free cutting until the blades are 
| worn out. A nationally known 
product of the highest quality. 
Write for dealers’ discounts. 


SIMONDS 
Saw and Steel 
Company 


ESTABLISHED 1832 




























Fitchburg, Mass. 































































8 HARDWARE AGE 


FOSTER 400 


Parlor Furnace 


July 16, 1925 























Truly “A Leader of the 
400” Among Furnaces 


Nowadays, a furnace must be 
more than just a heater. The mod- 
ern housewife demands conve- 
nience, beauty and cleanliness as : 
well as economical heating. ‘ 


The new 400 is the result of a care- 
ful study of this modern trend to- 
ward superior heating devices. 
It appeals to everyone because of 
its beautiful and practical design. 


The dealer who handles the Foster 
400 will find it to be profitable as 
well as easy to sell. Get in touch 
with us. 





The Features That Sell the 400 


INTENSE RADIATION PLUS RAPID CIRCULATION 
SELF-CLEANING FIRE POT 
ATTRACTIVE MAHOGANY FINISH 
MINIMUM FUEL CONSUMPTION 


Send for Full Information n 


Kirt Dit ae len en eh > 
wae aie hI * 


The Foster Stove Co. Ironton, Ohio 
Makers of “THE FOSTER LINE” 
Parlor Furnaces, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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Aocks & Hardware 
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SARGENT DAY AND NIGHT LATCH 





Makes security doubly sure 
...~ for homes, stores and offices 


MORE and more, people are 
coming to realize the necessity 
for the added protection that 
a Sargent Cylinder Day and 
Night Latch gives. It can be 
used alone or to supplement 
old-fashioned or less effective 
lock equipment. It is the most 
inexpensive sort of insurance 
against intrusion and can be 
sold with a minimum of effort. 


Display Sargent Day and 
Night Latches on your coun- 
ters and in your windows, 
where they may be seen and 
examined. Explain to cus- 
tomers the sturdy construction 


and fine mechanism which pre- 
vents entry excepting by the 
proper key. Call attention to 
an exclusive Sargent feature 
—the push-button stop to 
dead-lock the bolt or hold it 
back as desired. 


Apartments, homes, stores 
and offices, new buildings as 
well as old, are in constant 
need of reliable night latches. 
You can supply the demand in 
your neighborhood with good 
profit to yourself and entire 
satisfaction to your custom- 
ers with this popular Sargent 
Latch. 


Interesting folders, imprinted with your name, will be furnished 


for mailing or counter use. 


Service Booklet will also be sent upon request. 


Our Co-operative Advertising 


Write today. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


: Ae THE DECIMAL SYSTEM OF PRICING AND PACKIN G HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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HARTFORD BALLOON & 
BALLOON-TYPE CORDS 





HARTFORD CORDS 
(FULL PRESSURE) 


HARDWARE AGE 


TFORD 


HARTFORD HEAVY 
SERVICE CORDS 


Hartford’s Efficiency of Manufacture 
and Distribution is Responsible for the 


Hartford Dealer’s 


HEN the Hartford dealer 
speaks of his position of ad- 
vantage in the tire business, he tells 
a story that is open and above board. 
He sells Hartford Tires at prices 
which are favorable to him and at- 
tractive to his customers. 

He is able to do this because of 
the high standard of efficiency and 
economy maintained in the manu- 
facture and distribution of Hartford 
Tires and Tubes. 

The advance made by Hartford in 
tire manufacture during the past 
quarter of a century is one of the 
outstanding achievements in the 
industry. 

During this period, Hartford has 
won the confidence of the most suc- 
cessful hardware jobbers in the 
country. 


Advantage Today 


Today, these jobbers, located at 
convenient points, form a system of 
distribution for Hartford Tires that 


is unmatched. 


This has made possible an enor- 
mous saving in getting Hartford 
Tires from the factory to the hard- 
ware dealer. 


Hartford has built up an excep- 
tional good will among dealers by 
giving them the advantages of this 
saving. It enlarges the profit possi- 
bilitiesin handling the Hartford line. 


There is a Hartford Tire and 
Tube to meet every motorist’s 
requirement. | 


ra 


The Hartford Jobber in your lo- 
cality will tell you more about the 
Hartford proposition. Write us for 
his name. 


HARTFORD RUBBER WORKS COMPANY 


1790 Broadway 


New York City 






HARTFORD “H” TREAD 
CLINCHER CORDS 


11 
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The Human Side 


of a 
Great Business 


Publication 






Back of every great enter- 
prise is a human element 
contributed by those men 
whose experiences and per- 
sonalities are reflected in 
that enterprise. 


This is the element that 
molds opinion, creates good 
will and makes or mars its 
success. 






































O single personality stands out 
more strongly in the realm of 
hardware merchandising than 
does that of Saunders Norvell. 
He might well be called sales- 

man-extraordinary and advisor-plenipoten- 

tiary to the hardware trade of America. 





Norvell grew up with the hardware industry. 
His experiences range from sage brush 
towns to cities and from stage coaches to 
Pullmans. He has been a stock clerk, 
traveling salesman, sales manager, vice- 
president and finally president of a nation- 
ally known wholesale hardware house. For 
thirty years he was active in hardware dis- 
tribution; for the past ten years he has 
viewed the hardware business as would the 
coach of a great athletic team, from the 
sidelines. 


**The Most Influential 
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Charter Member 
Audit Bureau of Circulations 


239 West 39th Street 


Saunders Norvell, Contributing Editor 


Today he is placing his wonderful fund of 
merchandising thought and experience at 
the service of HARDWARE AGE readers. 
In an unusually forceful, yet intensely human 
way, he brings to them the history, the 
romance and the traditions of hardware, in- 
terspersed with practical solutions of their 
business problems. 


As a stimulator of thought, Norvell has few 
equals. Well educated and widely read, 
yet he talks a language clearly understand- 
able to his readers. Forceful, yet kindly; 
experienced, yet considerate; witty, yet not 
satirical, he instinctively goes to the very 
heart of the subjects he discusses. 


The personality of Saunders Norvell is a 
big factor in maintaining that intangible 
human background which makes HARD- 
WARE AGE a leader in the field of busi- 


ness publications. 


Hardware Paper’’ 








Charter Member 
Associated Business Papers 





New York Cty 
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Leads Them All 
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HARDWARE COMPANY 


ICE SKATES 


AND ESPECIALLY 
TUBULAR OUTFITS 


ARE RECOGNIZED AS FIRST 





HARDWARE COMPANY 





TORRINGTON, CONN., U.S. A. 


, New York Office: 151 Chambers Street 
Established 1854 Incorporated 1864 
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Hyatt 
Roller 
Bearings 





Sales of COLDWELL LAWN MOWERS to June 
30th marked a new high record for the Dependable Line. 


Progressive merchants everywhere are realizing the 


profit and genuine satisfaction in identifying their store 
as headquarters for our COMPLETE Line of Dependable 


Lawn Mowing Equipment. 


A style and size suited to every possible lawn mowing 
and rolling condition anywhere. 


COLDWELL 


DEPENDABLE LAWN MOWERS 


Hand, Horse &§ Motor 


COLDWELL LAWN MOWER CO., NEWBURGH, N.Y., U.S.A. 


FACTORY BRANCHES: 319 South West Fifth St..DES MOINES,IOWA. 4139 West Kinzie St.,.CHICAGO, ILLINOIS. 
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Machine Screws 
Stove Bolts 
Tire bolts | 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 VEST RANDOLPH ST. CHICAGO, ILL.. 
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That Keeps Moving” 


The THREADWELL TOOL CO. 


Rivets 


% 
; 


THREADWELL” 


Taps—Dies—Screw Plates and Small Tools 


There is a steadily growing demand in hardware stores 
for tools of this character. 

“Threadwell” is ready for it—ready with Taps, Dies, 
Screw Plates and kindred Small Tools that you can 
stake your reputation on for quality and service. 

We feel sure that if you will send for the latest “Thread- 
well” Tool Catalog—you will want to handle “The Line 
That Keeps Moving.” 


Greenfield, Mass. 








Pipe Couplings 
Scratch Brush Wire 








Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
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; are the bane of the hardware 

: merchant’s existence. 

Many items of a hardware 

stock must be carried in a 

: number of sizes. 

This is, of course, unavoidable in 
many cases, which makes it all the 
more necessary to standardize 
wherever possible. 

: | Standardizing on 98" garden hose is 

. | nw My, Ae } a benefit all around. The retailer 

‘.. Soe releases capital and saves floor space. 

: | SES es fet This is also true of the wholesale 

a merchant. The consumer gets a 

a | wef hose that is efficient in its work, easy 

| to handle and economical to buy 
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MECHANICAL RUBBER GOODS MERS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


} Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. Murray Rubber Company 
Boston Woven Hose & Rubber Co, Goodyear Tire & Rubber Company New York Belting & Packing Co. 
Pioneer Rubber Mills 





Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. 

Combination Rubber Mfg. Co. Hewitt Rubber Company Quaker City Rubber Company 

Electric Hose & Rubber Co. Home Rubber Company Thermoid Rubber Company 

Empire Tire & Rubber Corp. Mercer Rubber Company United States Rubber Company 
Voorhees Rubber Mfg. Co. 
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The New Chicago Produce 
Mart Equipped with 
A-P Garage Door Hardware 


The Chicago Produce Mart is being equipped with 498 A-P 
No. 1081 hangers and 4289 feet of track, together with all 
hardware necessary for complete A-P installation. This repre- 
sents 166 three-door openings and 166 six-door openings. To 
our knowledge this is the biggest order ever placed for hard- 
ware for folding-sliding doors. Another A-P victory! 


Many competitive hangers were considered—many were tried. 
The merit, efficiency and lasting qualities of one as compared 
to the other, were carefully weighed—and—A-P won out. 


For a great project like the Chicago Produce Mart to select 
A-P equipment is a tribute to our design, workmanship and 
quality. | 


Allith-Prouty Company 


Manufacturers of: 


Overhead Carriers Spring Hinges 
Rolling Ladders Door. Hangers 


Representative Jobbers Distribute A-P Products 


oor Hardware 


July 16, 1925 
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Ten-Eighty 


A request brings com- 
plete facts on: 

A-P Door Hangers, Ga- 
rage Door Hardware, 
Fire Door Hardware, 
Overhead Carriers, Roll- 
ing Ladders and Spring 
Hinges. 


Write today. 


Danville, Illinois 


Garage Door Hardware 
Fire Door Hardware 
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N explanation of the beautifying-with- 
age quality of McKinney antique 
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bronze finish, dull rubbed, is almost certain 
to bring the remark «Isn't that wonderful?” 
from the woman in the case. At that 
point you can start to figure on a better 


grade of hardware throughout. 





McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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Keep Your Eye on the Barometer 


VIEERY ship carries a barometer. It is almost as essential 
E as the compass or the rudder, because it indicates the 1m- 
mediate approach of storms or calms. 


Sut the wise captain does not depend solely on readings of his 
own barometer. He knows its readings are local, and limited. 


a SAE) AT OES ik 9S 





Instead, he keeps himself constantly informed of weather con- 
E ditions in other localities. He uses the reports of experienced 
weather forecasters who have access to the readings of thousands 
of individual, local barometers. From them he obtains advance 
information of the storms which may be traveling toward him, or 
the fair weather which is headed his way. 


° al 
Bs A 


2 If he depended so/e/y upon his own barometer the storms would 
: be almost upon him before he received the warning. There would 
be but little time for preparation or for changing his course. 





Thus it is with business. The merchant’s local barometer reg- 
isters local conditions. It records what is happening locally, and 
in a measure foretells what may happen locally in the very imme- 
diate future. It is not equipped to record the things which are 
: happening elsewhere, which must eventually cause things to 
; happen in his business. 


LT SOT 


| Theretore the wise merchant like the ship captain will supple- 
ment his own local barometer with the readings of the general 
business barometer, which reflects the combined and carefully 
analyzed readings of thousands of local business barometers. 





oa ahd 


£ He will study his weekly market reports, the current news of the 

E trade, the proposed business legislation, the trends of production, 

: the supply and the demand. He will know so far as it is possible 
to know, what his business faces, and will be prepared to meet 
coming conditions. He will have the right goods in the right 
quantities, at the right time and the right price. 

q Business success is much a matter of keeping a watchful eve on 


Jusiness Barometers. 
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Says Jobbers Are Responsible 
for Hand-to-Mouth Buying 


“IT wish to state that it has been a source of 
great pleasure as well as an education, to me to 
have read your periodical weekly, and I must say 
I am highly indebted to you for keeping me 
abreast of every day problems and conditions in 
the hardware trade. However, I take this op- 
portunity to write a few words in reference to 
Mr. Tenk’s interesting article of June 18, in which 
he discusses topics of vital bearing to hardware 
jobber and retailer alike. In my experience I 
find the jobbers themselves are partly responsible 
for the recent policy of hand-to-mouth buying. 
When a wholesaler promises a merchant a store 
door delivery every day or every other day in the 
week, why then does a retailer necessarily have 
to carry a wheelbarrow or any other slow moving 
item in stock? Again, in former years when a 
dealer carried a fairly large diversified stock of 
hardware and tools, the community sought him 
out as THE only hardware man on whom they 
depended for their immediate and prospective 
needs. But today we have an entirely different 
state of affairs. Any person with a small capital 
can purchase a skeleton stock of hardware, even 
to the extent of one gross of screws or one plane, 
and expect his jobber to furnish and carry the 
bulk of his future needs. Why, then, should not 
the jobber’s overhead expense increase when he 
shoulders the added burden of an extensive stock, 
a costly fleet of trucks, plus the risk of selling 
small dealers working on a shoe string? 

“In my opinion some jobbers today are covet- 
ously courting disaster. First, they are making 
it easy for any man of small means to enter the 
hardware business on small capital, and there- 
fore making possible frequent failures. Second, 
these additional stores detract from the well 
founded, efficient and experienced hardware 
dealer his customary and essential business, 
thereby weakening the very props of our well 
established hardware stores. Our wholesaler’s 
business is therefore divided among many small 
stores, none of which are truly prosperous, each 
trying his utmost to deprive the other of a fair 
business return by cutting prices, or by other 
unfair tactics. Among jobbers and retailers alike, 
it is a question of the survival of the fittest, with 
the chain stores and mail order houses grasping 
a firmer and stronger foothold on the hardware 
business. 

“Something should be done (by discussion in 
your worthy journal, or by mutual conferences 


Our Readers’ Forum 


among wholesalers) before an unforeseen cata- 
clysm will engulf jobber and retailer in an un- 
profitable struggle for existence, netting neither 
a fair return on their investments, and leading 
inevitably to business destruction.” 
(Signed) M. F., 
Brooklyn, N. Y. 





Pleasing Willie Most Important 
Rhymes William Ludlum 


“Pleasing Willie—when he comes_ shopping, 
though he’s little 
And he only buys a toy or a knife to whittle, 
Very often paves the way in the line of sowing 
For much better business deals made while 
Willie’s growing; 
And, if he is pleased some more while he’s get- 
ting bigger, 
When he is a man his trade cuts quite a figger. 
“He may be a little fish, 
Only just a killie; 
But in later years he’ll grow 
To a whale, will Willie 
“Pleasing Willie—every time he comes in is fitter 
Than to let him go without what he wants—a 
quitter 
From your list of customers. See you never 
tell him 
You are ‘out’ of what he needs. Do you best to 
sell him! 
Please him every way you can, all his pleasures 
aiding, 
And he’ll always pull for you up the steepest 
grading. 
“Though his little brain at first 
May seem rather silly, 
Soon he’ll be a man of sense (cents), 
Will be little Willie 
“All that may be said about pleasing little Willie 
Should include at all times Willie’s sister Millie. 
Girls are worth as much as boys—when it comes 
to selling, 
And when they grow up to wed there’s no way 
of telling 
What they won’t need from your shop to start 
in housekeeping ; 
Pleasing little girls is just one more way of 
reaping. 
“So while you are on the job 
Pleasing little Willie, 
It is quite important that— 
You please little Millie.” 
WILLIAM LUDLUM 
Mt. Vernon, N. Y. 
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Hamp Williams Enjoyed Congress 
Wants More Jobber Participation 


“Well, here we are back home from Phila- 
delphia where we attended the National Retail 
Hardware Convention, and it was certainly 
the best one we ever had. The subjects were 
all selected with much care and covered every 
phase of the retail hardware business, and were 
handled by honest to God hardware merchants, 
conducting average sized hardware stores; men 
of families, community builders, real men who 
do other things besides make money. They all 
had their subjects well in hand and spoke from 
actual experience; consumed the time allotted 
them, and no more. They were five and ten min- 
ute men and when their subjects were called they 
came upon the platform, announced their own 
names and then proceeded to tell the Convention 
something worth while. 

“T have never seen a Convention of any kind 
so well and thoroughly organized. Nearly all the 
talks were completed in the allotted time. We 
heard some of the best talks we have ever had by 
the jobbers and manufacturers, and they with the 
retailers all agreed that each of us are necessary 
links in distribution, and that we should get to- 
gether in some way and thrash out our differ- 
ences; but nothing was done about it. We were, 
however, very much surprised that more manu- 
facturers were not there. We had expected that 
two or three hundred would be present. Instead 
there were only a dozen or so. There were not 
many wholesalers either; but one thing can be 
said of the manufacturers and jobbers who were 
present: They were of the kind and character 
who are helping the retailers solve their problems. 


“T can see why the manufacturers do not play 
in our back yards, but I must confess that I can 
see no reason on earth why all the jobbers will 
not associate with us at our convention. The best 
ones do. It may be that the others have dis- 
regarded the proper channels of distribution so 
long that they are ashamed to meet the retailers. 
One thing certain, however, they might as well 
come out in the open and declare themselves 
because the test is coming when they must, one 
way or the other. If we are wrong as retailers 
they should tell us about it, and we will get right. 
We don’t hesitate to tell them that they should 
not sell the consumer, the drug store, the grocery 
store and just anybody and everybody that will 
buy of them at the same prices they sell us, or if 
at greater prices they keep the difference. | 

“Personally, I am not complaining, but am 
speaking for hundreds of small retail hardware 
merchants scattered all over this country who are 
complaining. I know they have a right to com- 
plain, but it seems that is about as far as they 
have ever got with it, and one reason is that 


we merchants who have been able to combat that 
kind of unjust and unfair competition are too 
ready to say that we see no grounds for com- 
plaint. 

“If we could make a public announcement that 
a council had been formed of manufacturers, 
jobbers, and retailers with equal representation 
in that council for the purpose of correcting as 
nearly as possible all the differences between the 
three proper channels of distributing hardware 
it would go a long way toward harmonizing them. 

“We know that a lot of the best wholesalers 
and some of the largest manufacturers are highly 
in favor of it, and certainly the retailers want it, 
as they have but one avenue of distribution, the 
consumer, and when the jobber and manufac- 
turer take that away from them they might as 
well turn their attention to some other source of 
distribution. The retailer has about all he can 
do to compete with the catalog houses, depart- 
ment and chain stores without trying to compete 
with the very jobber whovsells him his goods. 

“The jobbers have an opportunity now to help 
us and if they fail they may miss the golden 
opportunity. They remind me of the young city 
chap who asked the old farmer for his daughter. 
The farmer said to him: ‘You can have my 
daughter if you will catch one of these calves by 
the tail and hold it, and in order to be perfectly 
fair I will place you beside a narrow gate and 
run four calves out by you. That was easy. As 
the first calf came by the young chap stroked the 
calf’s back from head to tail, allowing it to pass, 
evidently to show the old farmer how easy it 
would be for him when he got ready, so he let 
the second and third one pass, and when the 
fourth and last calf came rushing through the 
gate, to the great surprise of the city chap who 
had passed up three chances he found the fourth 
calf had no tail. 

“And so it is with the jobbers—they are cer- 
tainly passing up many good chances to help us, 
and we hope they don’t wait too long.”’ 

HAMP WILLIAMS, 
Hot Springs, Ark. 





Every Hardware Salesman Should 
Be a “Glorified Peddler” 


‘“Here’s some fireworks after reading the June 
25th issue. Every hardware salesman ought to 
constitute himself a ‘Glorified Peddler’ of the 
many good contributions contained in HARDWARE 
AGE. 

“HARDWARE AGE without question has con- 
tributed a great deal toward the betterment of 
the cutlery business of the retailer, and is a con- 
sistent supporter of American-made products.” 

“W. J.”’ BILL DRESs. 

Written at Salt Lake City, Utah. 
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OQ you want to know how to get the boss 
1) into such good humor that he will listen 
with interest to what you have to say 
about an increase in pay? The best way is to 
hike up your sales by interesting people in buy- 
ing something more than just what they came 
in to ask for. I never got an increase in pay 
until after I’d earned it, did you? 
x a + 
He never knew about new goods. 
Such inquiries made him cross, 
Because he’d always have to say, 
“T’ll go and ask the boss.” 


Instead of getting peevish over his own ignor- 
ance, why didn’t he get wise? He had a chance 
to read the advertising pages of the hardware 
trade papers and learn about what is going on in 
his own line of business. How long would you 
keep on going to a drug store for a shaving 
cream or dentifrice or anything else of a new 
brand if each time you were told by the clerk 
that he didn’t know anything about that prep- 
aration, but he would ask the boss? It doesn’t 
take very much of this “I'll ask the boss” thing 
to send customers to some other store to try their 
luck. 

a * * 

“Where’s Joe?” I asked a hardware merchant 
the other day, as I missed one of his clerks. 

“T had to let Joe go,” was the reply. “He had 
studied the business so well since he’s been here 
that he really knew more about it than I did and 
I had to admit to him that he was worth more 
than I could afford to pay and that I believed he 
was ready for a store of his own. I hated to see 
Joe go.” 

“Where’s Bill?” I asked of another hardware 
merchant some days later, for one of his clerks 
was missing. 

‘“T had to let Bill go,” was the reply again. 
“Bill got so he knew more about the business 





“The boss has plenty of 
printed matter that is in- 
tended specifically for him, 
so why isn’t the man behind 
the counter entitled to some 
special attention?” —THE 
MAN BEHIND THE COUN. 


TER. 


than I did. I couldn’t tell him anything and I 
was glad to see him leave.” 
About the same reply in both cases, but what 


a difference in what lay behind it! 
* aa oe 


The front of J. B. Turner’s store was dingy. 
Mr. Turner had spoken to a painter about the job, 
but it wasn’t much of a job and the painter never 
seemed to get around to it. Then one day Mr. 
Turner’s salesman said to him, “Mr. Turner, I 
can swing a paint brush a little myself. We aren’t 
very busy these days. Why not let me go ahead 
and paint the store front?” 

J. B. dropped dead in his tracks. 


* * * 


Speaking of paint, there are certain months in 
the year when a clerk could make extra paint 
sales every day just by making it a rule to say 
to every customer, “How about paint? Is there 
anything around your place you’d like freshened 
up with a coat?” But he wouldn’t be a clerk— 


he’d be a salesman. 
ok K * 


The bigger the business, the more important 
the man behind the counter. In a small, one- 
clerk store, the boss waits on more customers 
than the salesman and he is in close touch with 
demand, with what people are wanting. He 
doesn’t need to ask his helper about such matters. 
But in a bigger store the salesmen meet most of 
his customers and the boss must depend upon 
them to supply him with information about what 
is in demand, about the public’s reaction to store 
methods and policies, advertising and display. 
The valuable man is he who takes note of all 
these things and passes the information along to 
headquarters. In the big store the employee is 
the store, and the people judge the store by the 
treatment accorded them. The boss may be a 
fine man, but if the men behind his counter are 
dubs the boss’s qualities don’t count. 
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“Nothing Over Ten Cents” in This 
James & Hawkins Window 


N every modern retail hardware store you 
will be able to locate at least 100 small 
items, necessary every day in the week, 

seldom displayed, never featured, yet sold, 
in good quantities and often at 5 or 10 cents 
each. For the past two or three years hard- 
ware merchants have given much thought to 
the psychological as well as the merchandising 
aspect of the 5 and 10-cent goods. 

It must be recognized that chain organiza- 
tions specializing in goods at these prices sell 
a tremendous quantity of hardware as well as 
other lines. To let this competition go unchal- 
lenged is poor business. Anybody can sell 10- 
cent merchandise. You can and should sell, 
push, advertise and display 5 and 10-cent items 
—but sell them as such. Don’t let a customer 
think a 10-cent hammer is a good tool. It is 
not. The handle will not last and the head will 
flatten and chip, but in defense of your own 


business you should have 10-cent tools for com- 
parison purposes. , 

A window such as this one from the store 
of James & Hawkins, Inc., Jamaica, N. Y.., 
kills forever any misconceived idea'that a hard- 
ware store is an expensive place to purchase 
wire hooks, steel wool, mops, domes of silence, 
strainers, tea balls, hand soap paste, candles, 
brackets polishes and various other hardware 
knick knacks featured steadily in the windows 
of the red and green front stores. 

Many people who bought items shown in this 
window admitted surprise that 10 cents would 
buy hardware in a hardware store. Eddie 
Denecke, who made the display, told us he be- 
lieved every hardware dealer should feature a 
5 and 10-cent window regularly for the psycho- 
logical effect locally as much as for the fact 


(Continued on page 65) 
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Wash Day Blues and 
Equipment Gold 


Selling the Housewife Modern Home 


Labor Saving Equipment Will Help 





“Turn Dull Days Into Profits” 


By Charles P. 


HE only way for a hardware store to reach 

the fullest possible growth—secure the 

lion’s share of the business in its locality 
—is for it to attract the housewife through di- 
rect-by-mail advertising, circular letters and 
window displays of timely, unified lines featur- 
ing labor-saving household needs. 

Hardware merchants need have no cause for 
worry as to where the men’s trade will go if 
they thoroughly sell their store to the woman 
of the house through prompt service and cour- 
teous attention. Literally, she is the purchas- 
ing agent for the entire family. She is the 
housekeeper—and, therefore, the buyer of 


Catlin 


whatever is needed in the house. The home- 
keeper will be also the home-money-home- 
keeper (and spender)—if you and your fellow 
merchants capture her attention and captivate 
her good will. 

All women will tell you their washing and 
ironing are much heavier during the summer 
months. “There are so many white things in 
the summer—and they get dirty so soon! What 
with my dresses, hubby’s duck and khaki pants 
and the kiddies’ wash clothes, it’s hard, hot 
work now, keeping the family spick-and-span,” 
they'll tell you. 

These hot summer day are a ‘good time to 
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feature and display a complete line of laundry 
equipment — specially up-to-date labor-saving 


devices—such as 








Electric Washer 

Oil in Handy Cans 
Electric “Sad” Irons 
Electric Mangles 
Electric Fans 

Wash Tubs 
Galvanized Parts 
Wash Boards 
Wringers 

Wringer Clamps 


Ironing Boards 
Curtain Stretchers 
Mrs. Potts “Sad” Irons 
“Sad” Iron Handles 
Gasoline “Sad” Irons 
Tailor’s Geese 

Gas “Sad” Irons 
Asbestos “Sad” Irons 
Polishing Irons 

“Sad” Iron Stands 


Wringer Crank Han- Asbestos Mats 


dles 
Wringer Rolls 
Wash Benches 
Wash Boilers 


Asbestos “Sad” Iron 
Holder 

Clothes Sprayers 

Laundry Dippers 

Vacuum Clothes Wash-Bees’ Wax 


ers Laundry Stoves 


Clothes Line Reels 
Clothes Pins 
Clothes Baskets 
Clothes Lines 
Clothes Line Hooks 


Soap Dishes 

Soap Shakers 

Gas Plates 

Flexible Metal Tubing 
Rubber Tubing 


Clothes Line Pulley Water Heaters 
Clothes (Bars) Racks Fireless Cooker 


Towel Racks 
Hampers 


Tea Kettles 








Rub-a-rub-rub! 


The song of the tub! 


It’s a 


sad tune these sultry days for housewives who 
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are not equipped with modern labor-saving, 


time-sparing, youth-preserving laundry equip- 
ment. Show the women how they can free 
themselves from the drudgery of laundry work 
—and you will increase both your sales and 
your good will. Free them from feeling blue 
on wash day and ironing day—and you will 
change Blue Monday to a happy day for them 
and reap a golden award yourself. Time and 
effort devoted to putting in a window display 
that will put over the fact that you stock every- 
thing for the modern laundry will pay you rich- 
ly by attracting the women to your store. 

Mr. and Mrs. Newly-Wed are now back from 
their honeymoon. Here’s your opportunity to 
get the young bride into the habit of coming 
to your store by letting her know you carry 
complete laundry equipment. 

Remind other wives, too, that you carry the 
very things they need. Urge them to replace 
the old style hand methods with a modern elec- 
tric-motor-driven washer that makes laundry 
work play, even on a hot summer’s day. You'll 
find they won’t need much urging. 

Here is a suggestion for a window 
(placard) — 


sign 


LIFE SAVERS 
During the Hot Summer Months 
ELECTRIC WASHERS 
Free Demonstration In Your Home. 

Help housewives forget those washday blues 
—by displaying up-to-date laundry equipment 
—and you will set your cash register merrily 
jazzing. Help housewives turn dull days into 
bright days—and you will turn dull days into 
profits. 


Historical Hardware Invoice Dated 1853 


ACK in 1853 Shapleigh, Day & Co., 

the forerunner of the _ present 
Shapleigh Hardware Co., St. Louis, 
Mo., sent this bill to a customer named 
S. M. Walters. This was long before 
the days of typewriters and billing 
machines, but even then silverware 
was apparently a staple hardware line. 
Commenting on this historical hard- 
ware invoice, R. W. Shapleigh, presi- 
dent of the Shapleigh Hardware Co., 
mentions that the items shown here are 
still staple lines in today’s stock with 
the exception of the second item, 
“Board Mills,” which was a flat coffee 
mill designed to set against the wall. 
Note also that in 1853 the retailer paid 
extra for boxing and drayage. 
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in his purchases of the ordinary necessities 

of life but, for some unexplainable reason, 
when he comes to buy sporting goods he is not 
satisfied with anything except the best and he 
measures the quality by the price. At least this 
is the contention of “Ted” Lamm of the Lamm 
Hardware Co., Watertown, S. D., and he is in a 
position to know for he sells in the neighborhood 
of $12,000 worth of sporting goods annually. 

In the matter of fishing tackle for instance, Mr. 
Lamm states that he will sell five reels priced at 
over ten dollars to one at less than five dollars 
and he has, as a matter of fact, practically dis- 
continued carrying anything except the higher 
grade tackle. Last year from a stock that never 
ran over $1,000 he sold $3,500 in tackle and also 
sold $1,500 worth of camping supplies. 

Guns and ammunition is another big item with 
him—between 200 and 300 cases of sheels being 
sold each fall. When Lamm gets in his shells, 
which he manages to do at least thirty days be- 
fore the opening of the hunting season, he pries 
off the lids of the cases and piles them, with the 


MAN may economize to a point of stinginess 


; / | 
wh / 
. = 
ei » nd ' | A on ye 
a. * ae wa i .<= * a = 


of 


/ 
et i a 
; 


iT _— 











How Lamm Beats 
The Season 


Sells Seventy-five Per Cent of 
Loaded Shell Stock Before the 


Hunting Season Opens 


‘ Sal 
oy 


open side out, in a single row about five cases 
high along the front and one side aisle of the 
store. Spread out in this manner the shipment of 
shells looks much larger and more impressive 
and is in itself an attraction. 

Mr. Lamm then calls up a number of his friends 
who are hunters, tells them his shells are in and 
asks if he should hold a case for them. The re- 
ply is invariably “yes,” and as fast as a case is 
reserved he tacks a large red sign on it announc- 
ing, “This case reserved for Chas. Brown,” or “Dr. 
Smith,” or whoever it may be. As the red reser- 
vation signs increase along the row of cases, the 
casual customers, who come into the store for 
something entirely different, are moved to hurry 
their own reservation before the shells are all 
sold out. By this method, Lamm usually has 
75 per cent of his shells sold before the hunting 
season actually opens. 

The store also issues fishing and hunting 
licenses and a careful record is kept of all appli- 
cants and used as a mailing list in promoting the 
sale of all kinds of sporting equipment. 
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C. C. Bruscke Builds Mailing List 
From Names on Checks Cashed 


Cultivates Those With 
Circularizes Regularly in 


HERE is hardly a hardware man but who 
is ready to admit that advertising is neces- 
sary to the growth of a business, but very 

few of them do enough of it. It is really little 
wonder that the mail order houses continue to 
show gains in their sales volumes when you con- 
sider the large amount of advertising they do, 
especially as compared to the advertising of the 
local dealers. Dealers in the smaller towns par- 
ticularly are poor advertisers, partly due perhaps 
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to a lack of good advertising mediums. How- 
ever, occasionally one finds a dealer who does ad- 
vertise, seizing upon every opportunity that is 
offered, and as a result builds up a notably sub- 
stantial volume of business. 

Fred W. Bruscke, of C. C. Bruscke & Son, Good 
Thunder, Minnesota, is a consistent advertiser 
and last year did a business of $59,230 in a town 
of a little better than 400 population. In fact, the 
town is so small that it does not support a news- 
paper and Bruscke is forced to find other means 


OW 


Checking Accounts And 
Town With 400 Population. 


of reaching his prospective customers. His best 
means, of course, is by direct mail and he has gone 
to some trouble to build up a mailing list that now 
contains over 700 names. A large share of these 
names were taken from his customers’ ledger, but 
the greater number were taken from checks ten- 
dered in payment of merchandise or cashed at the 
store. He contends that the man who has a 
checking account at the bank is a prospect worth 
cultivating. 
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On top we have a view of C. OC. 
Bruscke’s remodeled store which offers 
a decided contrast to the former store, 
a view of which is shown to the left. 
Note the improved displays and stock 
arrangement in the upper picture. 


In order to capitalize on his mailing list to the 
fullest extent Bruscke has equipped himself with 
a small multigraph machine and at least once a 
month a seasonable letter is sent out. Inclosed 
in the same envelope with this announcement are 
timely circulars received from the manufacturers 
and every package wrapped in the store also con- 
tains the circulars. Bruscke states that it is 
really surprising the number of inquiries for vari- 


(Continued on page 6») 
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A Hardware Man Who Pulled 
His Town Out of a Rut 


The Story of C. B. Perkins of Brookhaven, Mississippi, and 
How He Added a Million Dollars a Year to the Purchasing 
Power of His Customers and Improved General Business 








By Will Whitmore 
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C. B. Perkins and his store 


HE merchants of Brookhaven, Miss., are not 

worried about mail orders, the peddling 

“menace,” out of town buying or any other 
of the many “sins” and evils which beset the retail 
business of today. And for this placid state of 
mind they have a hardware man, C. B. Perkins, 
of their city to thank. Mr. Perkins’ efforts have 
virtually added a million dollars a year to the 
purchasing power of the farmers in and around 
Brookhaven. 

To get an idea of what Perkins has accom- 
plished we must go back several years and con- 
sider the conditions which surrounded the retail 
business in Brookhaven in the past. As every- 
body knows, the southern farmers—at least the 
rank and file of them—were wedded to cotton and 
credit. It always seemed as if this year’s crops 
were used to pay last year’s debts. And when 
crops were bad the debts piled up for another 
year. When “times were good” all the money was 
gobbled up in paying off old debts. It was a 
gloomy state of affairs that existed when Perkins 
started in to spread his ideas of diversified farm- 
ing, selling for cash, and community building. 
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at Brookhaven, Miss, 


Perkins preached his doctrines of modern farm- 
ing, cash business, and better education for many 
years. He knew the credit system was all wrong, 
but people merely agreed with him, shrugged 
their shoulders and did nothing. 

Then the Mexican Boll Weevil put in his ap- 
pearance in Southern Mississippi. Cotton produc- 
tion was nearly paralyzed. Where the farmers 
who traded in Brookhaven once produced 20,000 
bales of cotton, the yield fell off to about seven 
thousand bales. It was then that people began 
to listen to Perkins. 

In order to get his ideas before the largest 
number of people Perkins promoted a county fair. 
There was no organization, no building, no 
grounds, or exhibit space. But Perkins went to 
work and personally rounded up every exhibit of 
any kind he could lay his hands on, gathered them 
together and put them on display in the county 
court house Practically every farmer who had 
raised a few tomatoes, peas, carrots, or turnips 
was pressed into service as an exhibitor. The 
boys’ and girls’ hog and poultry clubs had made a 
feeble start towards poultry, hog and vegetable 














July 16, 1925 


raising and canning. They were pressed into 
service as exhibitors. 

What the fair lacked in pomp and display was 
made up for in attendance. It proved to be a 
thought-provoker — just what Perkins had 
planned. As soon as the fair closed Perkins 
started in to get together a number of farmers to 
visit a neighboring community where truck and 
vegetable farming had made some progress. 
Twenty-five farmers went on this trip of inspec- 
tion. They found that the farmers in the neigh- 
boring towns had made a great success so far as 
raising tomatoes, and other vegetables were con- 
cerned, but that they had failed in marketing. 


Manages Marketing of Vegetables 


After the trip was over Perkins agreed to man- 
age the marketing if the farmers would raise the 
vegetables. He induced farmers to sign an agree- 
ment to plant 800 acres in vegetables—tomatoes, 
carrots, peas, turnips, etc. When planting time 
came 200 acres were actually planted 

Because of Perkins’ herculean efforts at market- 
ing the 200 acres of vegetables brought $85,000 
cash to a poverty stricken community. This was 
in 1921. When planting time rolled around in 
1922 word had spread of Perkins’ plans. More 
farmers were interested and more of them 
planted vegetables. The 1922 crop was sold for 
$175,000 cash. The idea continued to spread. 
Meantime the farmers were learning to buy more 
and better farming implements, tools, and hard- 
ware. By 1924 the vegetable crop had increased 
until the receipts were estimated at $250,000. 

I am telling too much of this story myself. I 
am going to let Mr. Perkins tell some of it from 
now on. 

“All this time I had been studying our school 
systems,” said Mr. Perkins in recounting some of 
his experiences. “It occurred to me that our 
schools should be more attractive, more practical, 
and constructive. If our children are to stay on 
the farms the environment must be more attrac- 
tive. To make it more attractive they must be 
better educated. I fostered this idea until it 
brought some action. It was my plan to teach 
more about farming and the work-a-day things 
of life in our schools. 

“One day a young school teacher offered me 
the opportunity to test some of my theories. He 
wanted an incubator for his school. The school 
fund was depleted. It was his idea that the 
children could operate the incubator and pay for 
it by charging three cents for every egg hatched. 
This plan would increase and popularize poultry 
raising, interest the children and teach them 
something practical. 

“T told this school teacher to give me a day or 
two to think over the idea and see how we could 
raise the money. I called a meeting of the busi- 
ness men and explained the plan. Everyone 
agreed that it was a good idea and one of our 
bankers furnished a plan for financing the in- 
cubator. He suggested that everyone present 
sign a ten-dollar note. He agreed to take the 
notes and advance the money for the incubator. 
The plan was adopted and in a few days we had 
$650 worth of notes signed up. The bank ad- 
vanced the money and the incubator was pur- 
chased and presented to the school. It was a 
great success. The children interested their 
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parents in poultry raising and soon the original 
incubator, which was only a 2500 capacity ma- 
chine, was too small. 

“The business men again signed another batch 
of notes and a new incubator—this time one of 
10,300 egg capacity was purchased. The first 
incubator was passed on to another school. Ina 
short time a third school was presented with a 
1000 egg machine. 

“Today the annual income from poultry raising 
amounts to between $75,000 and $100,000 a year. 

“As a result of the prosperity brought by 
poultry and vegetables the little county fair, orig- 
inally held in the corridors of the court house, 
has been enlarged to a seven-county fair, owning 
its own buildings, grounds and exhibition space. 
The fair has been a big factor in spreading the 
gospel of diversification and modern farming, as 
well as education,” concluded Mr. Perkins. 

With the poultry and vegetable business well 
on its way to success, Perkins next interested 
the business men in a broken down and unsuc- 
cessful dairy. Again he resorted to his plan of 
calling a meeting of the merchants. As a result 
of one of these meetings a fund was raised to re- 
habilitate the dairy and put it on a sound footing. 
Result? Half a million dollars a year now reach 
the farmers for the milk and cream they bring to 
the dairy. Think of it—a failure and a liability 
a few years ago—now a profitable institution 
paying out $500,000 a year to Brookhaven’s 
farmers! 

Farmers Now Prosperous 

As a result of all this work the farmers are 
prosperous. So prosperous they have voted bond 
issues which have paid for 225 miles of paved 
roads in and around Brookhaven. These good 
roads have enabled the farmers to use motor 
trucks for hauling timber to the two lumber mills 
in Brookhaven. Before the good roads were 
built it cost so much to get the logs to the mill 
that both mills were on the point of shutting 
down. But now the farmers keep the mills busy 
by trucking in loads of timber cut from scattered 
patches which still stand in all parts of the 
county, but which are too small to be cut on a big 
scale by the mill owners. 

It is easy to see how one movement starts an 

endless chain of prosperity. With only cotton 
(and little of that) the farmers couldn’t pay cash, 
nor buy very much of anything. But with 
chickens, dairying and vegetable raising the 
farmers became prosperous. They voted for 
good roads. With good roads an added source of 
income was developed for the timber. Instead of 
two idle, decaying lumber mills, employing nobody, 
there are now two busy mills with big payrolls 
the year round. ; 
_ Perkins says his business has shown a gratify- 
ing increase each year. He sells for cash, and in 
looking through his store today he will point out 
dozens of items which are sold constantly which 
were looked upon as luxuries and out of reach of 
his trade a few years ago. 

Has it paid Mr. Perkins to devote so much of 
his time to community work? Mr. Perkins savs 
it has—paid not only in dollars and cents, but in 
satisfaction, enjoyment and knowledge that he 
has helped others to raise their standards of liv- 
ing, to obtain a better education. and to join 
hands in building a model community. | 
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LMOST every business man I meet asks the 
A same question: “What do you think about 
conditions in Europe?” I wonder if it is 
wise for me to write exactly what my actual im- 
pressions are. Of course I know I may be all 
wrong. The personal impression of one man can 
not count for much. All of us in life are too much 
impressed by the things that happen to us person- 
ally. One thing may happen to one person while 
an entirely different thing happens to another. 
You, of course, have heard of the two newspaper 
reporters who traveled in a certain country. Ili 
happened that one had a compartment on one 
side of the train facing mountains while the 
other had a compartment on the other side of 
the train facing a flat, level plain. Both reporters 
wrote about the day’s journey. One described 
the mountainous country through which they 
passed, while the other described and commented 
upon the flatness of the terrain. (Rather like 
that word “terrain!’”?) However, why shouldn’t 
I write my impressions? No matter what I write, 
I must take the consequences and I might as well 
have the satisfaction of at least saying just what 
I think, so here goes: 
os * K 
All this talk about “suffering Europe” is the 
worst kind of bunk. Class for class, they are 
eating more, drinking more, loafing more and 
having a better time than we are here in America. 
ok * * 


Both in Paris and in London I ran into holi- 
days. In London there was a bank holiday on a 
Monday. This meant that you could not see any 
of the head men of any business after Friday 
noon until the following Tuesday noon. They 
were all taking Saturday, Sunday and Monday 
out in the country or at the seashore and they 
started to travel Friday, doing their return 
traveling on Tuesday. They reminded me of the 
traveling salesman who was full of energy and 
enthusiasm in his desire to get results, but who 
could not work on Saturdays, consumed most of 
Friday afternoon getting home and never left 
his headquarters until Monday morning, there- 
fore not arriving at his first town until some time 
Monday afternoon. He was full of enthusiasm 
to work hard all right, all right, but, lined up with 
the facts, this enthusiasm was mainly hot air. It 
is a sure thing you can not work unless you are on 
the job, and my impression of our good friends 
in Europe was that they are only on the job about 
half the time. Now, of course, I know this article 
will get back to Europe and they will wonder 
what kind of man I am to also quit work, go on 
some of their parties with them, then return 


“Suffering Europe” 


By Saunders Norvell 





home and write about it—but that is the trouble 
with telling the truth! . 
* * 

Of course, it must be understood that most of 
the men I saw in Europe were the heads of the 
concerns or the heads of departments. The class 
lines in business in Europe are drawn very defi- 
nitely. When an employee is called into the office 
of the president of the company, for instance, he 
stands like a soldier at attention, but never opens 
his mouth until he is asked a question. He 
answers that question and then stops. He does 
not tell you one of the good stories he has heard 
recently, as they usually do in America. The 
head of a business institution in Europe is an- 
autocrat. 

Once I made a very bad break. I called at a 
certain office and the head man was out. I pro- 
ceeded to have a pleasant, agreeable chat with 
several clerks. They were all standing around 
me chatting when the boss returned. They imme- 
diately slid to their desks. The boss seemed very 
much surprised. When I went into his private 
office he was actually rattled. He afterward told 
me that for a visitor of my standing to chat with 
the clerks was not customary. I lost caste! I 
apologized and told him I was not familiar with 


the customs of the country! 
* * * 


You will quickly learn one thing in Europe and 
that is that you can not hire a taxi and simply 
drop in to see the people on your list. If you do, 
you will not see them. They are out or have 
other engagements. The proper thing to do is 
to write letters or telephone and make definite 
engagements for certain times. When this is 
done, I find they keep these engagements 
promptly. 

* ok * 

BUT the trouble with this system is that when 
vou telephone the first man will make an appoint- 
ment for either 11 o’clock in the morning or 3 
in the afternoon. Nobody else will wish to see 
you before 11, no one cares to see you after 5 
and practically nobody is in his office between 12 
and 3, as that is the lunch “hour.” Hence, it 
boils down to the fact that you can only count 
on two definite engagements a day. In Paris and, 
in fact, in almost all Continental countries, the 
habits of the merchants are very different from 
ours. Many of them get to work quite early— 
say at 9 o’clock! They work until 12 and then 


they take 3 solid hours for lunch. Most of them 
go home, have luncheon with their families and 
take a siesta afterward or sit in their gardens. 
They get back to their office at about 3. The 
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curious thing is that these men, if they happen 
to have any important matters on hand, will 
frequently work until 7 or 8 o’clock at night. 


* * * 


The French dine very late. They never attempt 
to have a formal dinner and go to the theater 
the same evening. If they dine, they take ail 
evening. The Spanish never dine until 9 o’clock. 
Theatrical performances start at 10 and fre- 
quently continue until 1 o’clock in the morning. 
At 9 A.M. there is hardly a Spanish shop open 
on the street. They start business late. They 
take the usual luncheon and siesta and return to 
work at about 3 o’clock. Then they work in their 
offices until 8 or 8:30 P.M. We can understand 
such hours in Spain because it is a very hot coun- 
try and they arrange to work in the cool hours 
of the day, but such curious hours hardly seem 
so necessary in France. It is only an ancient 
tradition. 

7K k 

Formerly when I went to London I would stop 
at one of the leading hotels. Since the war they 
have been very expensive. On one of my trips I 
met a New York banker and he told me he always 
rented a flat for the time he was in London. 
These flats have a sitting room, open fireplace, a 
bedroom and a bath. They can be taken for any 
length of time. Meals are served in your sitting 
room. The service is excellent. They give you 
keys and you come and go as you please. These 
flats can be had all over London, but mine was 
near St. James’s Palace, right in the club district. 
It cost me less than $10 per day. I could not 
have had the same accommodations and the same 
service in an hotel for double the amount. The 
meals were especially reasonable. These flats 
are one of the peculiarities of London. They can 
not be had in Paris. 


*% * % 
s 


Another “wrinkle” I learned in London was to 
telephone concerns from whom we buy goods and 
make engagements for them to come to see me in 
my flat. This saved an enormous amount of time 
that would have been spent hunting up these con- 
cerns in all parts of London. In other words, 
you use the sitting room of your flat as an office. 

* * ok 


I tell all these things, as it took me a number of 
years to “learn the ropes.” If there are any gen- 
tlemen in the hardware trade going to London 
and they will write me, I will bé glad to give 
them the address of the flat where I stopped; 
also a note of introduction to the manager. In 


the better class of flats it is necessary to be intro- 


duced. 
* * ok 


In London it is a surprising fact that outside 
of the lounge clubs it is next to impossible to get 
anything to eat or drink after the theater. Any- 
one accustomed to New York and Paris can 
hardly understand this London peculiarity. The 
entire drift of things in London seems to be to 
compel the people to go to bed. Once when I was 
stopping at the Hotel Savoy I worked late and 
went to the theater without any dinner. I 
thought, of course, that I could get supper after- 
ward. Imagine my surprise when I returned to 
the Savoy on being told that they did not serve 


any supper. 
*K * * 


Now, when you have your own flat, all you 
have to do is to order whatever you care to eat 
and drink to be left in your sitting room, so after 
the theater you can return and give a party in 
your own flat.. The only disadvantage of this is 
in the fact that sometimes your friends are so 
well entertained that they will not leave! On 
my last visit to London, after the supper in my 
flat, the party decided to play bridge and they 
became so much interested in the game that they 
finally decided they might as well stay to break- 
fast. The following morning I left on an early 
train for Paris. I had the pleasure of taking off 
my dinner coat and putting on a gray suit with- 
out having had one wink of sleep—rather per- 
sonal, but this will give you an idea of “suffering 


Europe.” 
ok *K * 


In England everybody seems to be interested 
in the horse races. Everybody seems to take a 
flier in the way of a bet. The papers are full of 
long accounts of this racing. The waiter in my 
flat had heard some of my friends talking about 
horses. He asked me what horse I preferred for 
the Derby. In an offhand manner I replied: 
“Manna.” It happened that Manna won the race. 
I learned that not only my waiter but the man- 
ager and all the employees in the house where I 
was stopping bet on Manna because I gave them 
the tip. They cleaned up. As a matter of fact, 
all I knew about Manna was that a steward on 
the boat crossing the Channel, by the name of 
Collins, told me that Manna would win! 

*K *K * 


Next week I will write a serious article about 
business conditions as I found them in France 
and England. 








NEXT WEEK 


Saunders Norvell promises you a serious article next week. He has recently returned 
from abroad. In the next issue he will tell about the business conditions as he found them 


in England and France—Watch for this! 
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A. L. Steinke Starts With $150 
Now Has $16,000 Stock 








Minnesota Hardware Merchant in Small Town 
of Pipestone Develops Real Business in 17 Years 


chants of Pipestone, Minnesota, a town 

of 3000 population. Seventeen years 
ago he started in the hardware business there 
with a total capital of $150—ttoday he owns a 
$16,000 stock, a modern store building, a ware- 
house, his home and four other houses which 
he rents to his employees, all from the profits 
earned in his retail hardware store. 

Steinke has always been a man tc grasp op- 
portunities when he met them and a little bet- 
ter than a year ago he had the chance to buy 
the building of a defunct garage business across 
the street from his somewhat over-crowded 
store. With a little remodeling the ex-garage 


‘ L. STEINKE is one of the leading mer- 


made an ideal hardware store—wide, roomy 
and light. 

Modern shelving with display doors was in- 
stalled down one side of the room to house the 





A. L. Steinke, Pipestone, Minn., is justified in being proud of t 
the clear aisle space, the well apnointed counters and display tables. 





tools and builders hardware while practically 
every other piece of merchandise is displayed 
in floor cases or on tables. There is no shelving 
on the left hand side of the store but the space 
is occupied by the stove department—each 
stove standing against the wall and fitted with 
pipe and an elbow just as it would appear in 
the prospective customer’s home. Directly in 
front of the stoves, three and four tier display 
tables take care the kitchen-ware and paint 
while a horse-shoe arrangement of floor cases, 
running the length of the room, contains cut- 
lery, alarm clocks, table-ware and the like. 

The nails are kept in drawers, each holding 
125 pounds, in the base of the shelving at the 
rear of the right hand side while the bolts and 
screws are kept in smaller drawers directly 
over the nails. On the fronts of all these draw- 
ers are colored labels giving giving the size of 





interior of this well arranged retail hardware store. Note 
It is no wonder Mr. Steinke attracts women’s trade. 
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EHIND every outstanding commercial success you will 
B always find a dominating personality—who has in- 
jected every ounce of energy into building that success. 
A. L. Steinke is just such a merchant. His home town of 
Pipestone, Minn., has a population of 3000. The Steinke 
hardware store reflects the energetic personality of its 
founder who in seventeen short years built up this fine 
business. He started with $150 and now carries a live stock 
valued at $16,000. Among the important and interesting 
business principles of Mr. Steinke, we find first that he 


discounts all bills. 











the contents, the various colors having a mean- 
ing all their own—the machine bolts bearing a 
red label and the carriage bolts yellow; nails 
selling for 6 cents a pound, yellow, 7 cents red 
and higher priced green, while the bright 
screws are labelled in white, brass in yellow 
and blued in blue. 

““Al” Steinke has long since recognized that 
real success in his business depended upon the 
support of the women in his territory and he 
does everything possible to make his store at- 
tractive to women customers—placing his mer- 
chandise on display tables is a big asset in this 
direction. For some time he has kept accurate 
count of the number’ of women entering his 
store and the steady increase is gratifying; in 


Read this story—it will tonic you. 





A. * Steinke 


November, 1923, the number was 216 and in 
December, 1923, 440 while a year later, Novem- 
ber, showed 583 and December 1678. 

Another hobby of Steinke’s is finding and 
pushing lines that are seasonable the first three 
months of the year when the hardware busi- 
ness generally is at low ebb. Incubators and 
poultry supplies form such a line and this year 
during the first ninety days, he sold approx- 
imately $4500 worth of these items. 

In his 17 years experience, Steinke has be- 
come convinced of the value of discounting all 
his bills, not only as a matter of enjoying a 
better credit standing but as a means of addi- 
tional profit. Last year his discounts amounted 
to approximately $1200. 
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hardware store from the outside. 





is a good looking practical store front. 
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Better Brushes 
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Three good brush displays 
help sell brushes 
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A. Gilman Beats Glorified Peddler’ 
with Advance Household Brush Sale 


Putnam, Conn., Merchant Learned of Peddler’s Intention to 
Visit Town, So the Gilman Hardware Store Made a 
Drive on Brushes and at Better Prices 


T is very refreshing to hear of a hardware 
merchant who turns the tables on a “Glorified 
Peddler.” A. Gilman, Putnam, Conn., was in 

a neighboring town one Monday morning. He 
saw a peddler selling household brushes from 
house to house, and learned that the same ped- 
dler would arrive in Putnam on Thursday. Gil- 
man, through a local friend, purchased a com- 
plete set of peddler brushes with price tags; took 
them back to Putnam and displayed them in the 
window, with large price cards. 

In the other window he displayed similar 
brushes taken from his regular stock, which by 
the way were all priced lower than the peddler’s 
wares. They were as good or better in quality. 
The local newspaper carried an advertisement 
and a news story proclaiming the double display 
which offered the people of Putnam an oppor- 
— to compare the quality and prices of both 
ines. 

The advertisement also, brought clearly to the 
reader’s attention the fact that Gilman had an 
established reputation, would be at the same loca- 
tion in the future to make adjustment if neces- 
sary and that the Gilman store was always ready 
for immediate delivery of all kinds of household 
and personal use brushes. 

Gilman tells us his brush sales on Tuesday and 
Wednesday were heavier than his normal busi- 
ness on brushes would be for two weeks. When 
Mr. Peddler came to town on Thursday he got 
the cold shoulder generally. The more he peddled 
the more brushes Gilman sold, via phone, and 
store visits. The stunt brought new people to 
the store and gave Gilman a chance to sell that 
community on the “trade at home” idea. 

The Clark Hardware Co., Elizabeth, N. J., 
also worries the “Glorified Peddler” by going 
after the brush business with snappy window 
displays. The display at the top of the opposite 
page is from this Jersey store. The other two 
pictures came from the store of Brown, Thomson 
Co., Hartford, Conn., whose hardware and house- 
furnishings’ department recently conducted a 
brush demonstration with the help of a brush 
factory representative. The window trims and 
an interior display helped make this company’s 
newspaper appeal very effective in advertising 
the demonstration. 


Frank M. Potter, Cleveland, Ohio, is another 
progressive merchant who fights the “Glorified 
Peddler” by displaying frequently household and 


personal use brushes. He sells his customers on 
his assorted stocks, fair prices and excellent 
quality. 

James & Hawkins, Inc., Jamaica, N. Y., with 
nine branch stores on Long Island, conducted a 
very successful brush selling campaign using pos- 
ters and display cards calling attention to the 
J. & H. stock of well-known brushes. We recall 
one window poster which read in effect, “Buy 
brushes through our front door saves you money,”’ 
and its companion read, “Buying brushes at your 
house door from an unknown peddler often costs 
you money.” 


Walt Mason on the “‘Peddler” 


Reprinted from the New York Evening Sun 


The peddling stranger seeks my shack and 
shows me, in three trices, the shining doodads in 
his pack, all sold at bankrupt prices. I’m sorely 
tempted, for a time, to yield me to his pleading, 
and spend a nickel or a dime for junk I’m sorely 
needing. He’d sell a jimmy for a plunk, a black- 
jack for a shilling; who would not have such use- 
ful junk when prices are so thrilling? But reason 
turns temptation down; I say, with naught of 
malice, “I buy my goods of Brick & Brown, who 
run our great trade palace. Oh, peddler, mark 
our noble streets, with concrete curb and gutter; 
and see yon park with iron seats and costly 
trees,” I mutter ;“‘behold our rinks and swimming 
pools, to public use devoted; behold our churches 
and our schools, with priests and teachers noted. 
Our peelers ever are at hand where criminals 
would rally; and you may hear our village band 
play ‘Sally in Our Alley.” We have a town that 
holds its grip on all that’s great and growing; 
how much, oh peddler, do you chip to keep these 
things a-going? You come and cut a swath to- 
day, and you are gone tomorrow, and those who 
buy your traps and pay will doubtless sup with 
sorrow. If there’s a movement in the town that 
calls for coin in cases, we always know that Brick 
& Brown will dig with cheerful faces. They help 
to raise the teachers’ pay, they help to pay the 
rector, and load their money on a dray when comes 
the tax collector. If you come here and settle 
down and pay your share of taxes, I may go back 
on Brick & Brown, and buy your battle axes.” 

Copyright, 1925, George Matthew Adams. 
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Store Appears Twice Its Size With 
Installation of New Fixtures 


New Brawley Branch Store of Imperial Valley Hardware Co. 
Completely Remodeled Into Modern, Carefully Departmentized 
Hardware Store—Balcony Gives Advantages of Extra Floor 


FTER extensive remodeling covering a 

A period of three months, the Brawley, Cal., 

store of the Imperial Valley Hardware Co. 

was formally opened with a reception to the 
public on March 28. 

The store was not closed during any of the 
work on the building and new fixtures, but 
due to the confusion of noises, dirt, dust and 
the disarrangement and moving of stock, the 
business was naturally checked during that 
period. 

The building which houses the Brawley stock 
is a class A reinforced concrete structure, 75 feet 
wide, in the best block on the main business 
street. While in reality only one story, it has 
extensive balconies of concrete construction, mak- 
ing practically another floor with the exception 
of the light wells. Four large and well lighted 
display windows increase the effectiveness of the 
display possibilities. Another feature of the new 
store is the series of display windows on the bal- 
cony facing the street and just above the regular 
show windows. These give a wonderful appear- 
ance at night and practically double the street 





display. This system proved such a success in 
the E] Centro store that it was incorporated in 
the new Brawley store. 


The store has two entrances, one on the hard- 
ware side which is 25 feet wide, the other in 
the furniture-household side which is 50 feet 
wide. The two are connected by a wide open 
space about 40 feet wide which is about 50 teet 
back.from the front. This space gives a broad 
view of each section from the other. The hard- 
ware room is 150 feet long to the alley. The 
receiving and shipping room is situated on the 
alley at the rear of the furniture-household room 
and at the side of the back end of the hardware 
room. 


New Store Looks Larger 


The new store, while but little larger than the 
old store, has the appearance of being twice the 
size, due to the careful planning and working out 
of the different departments and utilizing the 
proper fixtures. Just before starting the remod- 
eling, the company was fortunate in being able 
to buy the 50-foot lot just in the rear of their 
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Note the novel and practical use of the building pillars as a center for special stepped display tables. Plenty of aisle space 


in this Brawley store 
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building, on which was built a warehouse 50 x 60 
feet, in which is carried the oils and dry paints, 
pipe, wire fencing, nails, sheet iron, bar iron and 
steel, etc., as well as the surplus stock of the dif- 
ferent lines on display in the store. The space 
saved in the main store was utilized for display. 

The business of the Imperial Valley Hardware 
Co. is classified in five main departments as fol- 
lows: Hardware, sporting goods, paints, house- 


case at the front. This is very effective, as will 
be noted from the accompanying photographs. 
The household department, which is the one 
to which has been given the most attention, 
utilizes the whole east side of the 50-foot room, 
running back to the receiving room. Wall shelv- 
ing all the distance with many display tables in 
front, also displays built around the row of col- 
umns from front to rear. In the rear is a row 
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This gives you a good view of the Brawley store with its large size mezzanine. This balcony gives all the advantages of an 
extra floor without obscuring any light from the main sales floor 


hold and furniture. In this new store, sporting 
goods occupy the front shelving on the east side 
of the hardware room, followed by hardware to 
the alley. On the west side back to the open 
space are wall cases carrying the household items 
such as appliances, silverware, nickel plated 
ware, clocks, casseroles, etc. In the open space 
between the two rooms is a platform for display 
of seasonable goods, a wide aisle between the 
rooms, and then the office. Back of the office 
begins the paint department, which extends about 
50 feet to the doorway from the hardware room 
to the receiving room, and then the glass depart- 
ment next to the alley, where there is good light. 
The sporting goods and hardware shelving is 
Warren shelving for about 100 feet. From there 
to the alley is open shelving and bins, matched 
up with the Warren shelving in front. There 
are no rows of cases and counters in front of 
the Warren shelving on this side, but there is 
on the other side in front of the household items 
and again in front of the paint department. 


Horseshoe Show Cases Help 


In the open space up front, and extending as 
far back as the main cross aisle, is the horseshoe 
arrangement of show cases, with a round end 


of stock bins, where the bulk of the china and 
glassware is kept, the selling being done entirely 
from samples on the tables. On the west side of 
this 50-foot room, just back of the main cross 
aisle, is the stove and refrigerator department. 
Considerable space has been given to this de- 
partment, and the display is very attractive. The 
household department is all together in this way, 
except the appliances, silverware, etc., just 
around the corner in the other room, and the 
all year ’round toy department, which is included 
in this department, is shown on the balcony floor 
above the hardware side. 


Furniture on the Balcony 


The furniture occupies the entire balcony floor 
except the space about 25 x 50 occupied by the 
toy department, and a similar space used for 
‘amping goods, which are included in the sport- 
ing goods but which cannot be shown downstairs 
on account of the large amount of space they 
require. The furniture department also uses 
the west side of the large room downstairs. From 
the large open show windows which is part of 
the room, extending back to the main cross aisle. 
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(Continued on page 62) 
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b. F. Bain Dies 


B. F. 


: Bain, president, 
Supply an 


d Manufacturing Co., N. S. 


Pittsburgh, Pa., died recently at the | 
He is survived by | 


age of 56 years. 
his widow. 


In 1903 Mr. Bain organized the Wol- | 


verine Supply & Manufacturing Com- | 
PP . _ thoroughly clean and safe, is brought 





B. F. Bain 
pany to make fruit jar holders and 


openers and started business in one 


room on Ninth Street, Pittsburgh. 


facturing Company was 
under the laws of Pennsylvania. 
this date on the company grew, mak- 
ing several items for kitchen use. In 
1911 the first Sandy Andy toy was 
made in a small building on Irwin Ave., 
N. S. Pittsburgh. In 1915 Mr. Bain 
purchased the present site and home 
of the Wolverine Supply & Manufac- 
turing Company. Today the plant con- 
sists of three adjoining plants. The 
first being built in 1916, the second in 
1920 and the third in 1924. The com- 
bined floor space is in excess of 120,000 


sq. ft. Mr. Bain originated practi- | 
cally all the items made by his com- 
pany. 


Mr. Bain rewarded his faithful em- 
ployees in his will by leaving them an 


interest in the company which he had | 
it | 


organized in such a manner that 

will carry on as he wished it to. 
He was a member of the Pittsburgh 

Field Club, 


of Commerce, Toy Manufacturers and 
was a Shriner. 


The Hoover Co. 
New Selling Helps 


_ Two new selling helps are now being 
issued to its dealers by the Hoover 
Company of North Canton, Ohio, man- 


ufacturer of the Suction Sweeper. One | 
is the 24-page booklet, “How to Judge | 


an Electric Cleaner.” The text, illus- 


trated with six 4-color paintings, clas- | 


sifies the dirt that is to be found upon 
and in all carpeting into three groups, 
thereby establishing the foundation for 


Wolverine 


In | 
1906 the Wolverine Supply & Manu- | 
incorporated | 
From | 


se ennaeenenesnn 


Highland County Club, | 
Rotary Club of Pittsburgh, Chamber | 


| showing the work that an efficient elec- | 


The | 


_ tric cleaner should and must do. 
| three general types of electric cleaners, 
| the cleaning principles upon which each 


do all the work, are also described. 
The need for safeguarding the health 

of small children by making their in- 

door playground, the carpeted floor, 


out in the folder, “For Your Children’s 
Sake.” It is in four colors and of a 
suitable size for inclosure with state- 
ments and merchandise. Both pieces 
are supplied free, imprinted as _ the 
dealer specifies. 


Chas. E. Greer Killed 


in Automobile Accident 


Charles E. Greer, age 50 years, vice- 
president and general manager of the 
Wayne Hardware Company of Fort 





_ Wayne, Ind., was fatally injured June 


3 in an automobile accident in which 
the car turned over twice landing up- 
right on all four wheels, after hitting 
loose stone and gravel, avoiding a 
collision with another car. 

Mr. Greer had been engaged in the 


_hardware business practically his en- 


tire lifetime; he was connected with the 
Seavey Hardware Company dating 
back to the early sixties which was re- 
organized into the Wayne Hardware 
Company in 1920 upon an exclusively 
wholesale basis. 

He was a trustee of the Trinity 
M. E. Church, vice-president North 
Side Civic Association, member Sum- 
mit City Lodge No. 170 F. & A. M., 
Scottish Rite and Mizpah_ Shrine, 
Chamber of Commerce, Kiwanis Club, 
Y. M. C. A. and Izaak Walton League. 

R. R. Enoch, Secretary and Treas- 
urer of the company, who has been 
very closely associated with Mr. Greer 
in the management of the business has 
been appointed general manager by 
the board of directors. Mr. Enoch will 
also continue to serve as secretary and 
treasurer and O. M. Woods, who has 
been with the company for over twelve 
years has been selected as Purchasing 
Agent with M. C. Woehnker as assist- 
ant purchasing agent. H. T. Ueber 
who has served the company for six 
years will be in charge of all sales and 
R. J. Bail becomes assistant sales man- 
ager. 


—_— ---—— 


Factory Fire Suffered 
Issues Two | 


by Firm of Wm. Johnson 


The firm of William Johnson, Bren- 


| ner and Kent Streets, Newark, N. J. 


manufacturers of mechanics’ tools and 
hardware specialties, suffered a fire 
which caused considerable damage to 
its plant. It is reported that the com- 
pany’s power plant and several other 
departments have been left intact. The 
company reports that in rebuilding the 
plant a larger and more modern struc- 
ture will be erected. 


relies and the capacity of each type to | 


W. D. Batting Dead 


Warren Deane Batting, vice-presi- 
dent, John H. Graham & Co., 113 Cham- 
bers Street, New York City, died July 
10 from a brief attack of pneumonia. 
Mr. Batting was 50 years old, and had 
been with the John H. Graham Co. 
since 1890. He was connected with the 
export division, and traveled exten- 


sively all over the world in the inter- 
est of his company’s export business. 
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W. D. Batting 


For the past 15 years or more Mr. 
Batting had been in charge of the 
company’s export activities. 

The late Mr. Batting was a nephew 
of William Heyburn, president, Bel- 
knap Hardware & Mfg. Co., Louis- 
ville, Ky. He was a member of the 
Circumnavigators’ Club, Hardware 
Club, Montclair Club and Upper Mont- 
clair Golf Club. Mr. Batting was a 
trustee of the Montclair Baptist 
Church, and a past president of the 
Montclair Republican Club, in Mont- 
clair, N. J. 


— —_ —-_ — 


Lizard in Cocobolo Logs 
Found at Cutlery Plant 


A strange sort of stowaway who 
sneaked into the United States in spite 
of the immigration authorities was dis- 
covered in the log room of the John 
Russell Cutlery Co. at Turners Falls, 
Mass. 

A shipment of cocobolo logs by 
steamer from Central America _ to 
Brooklyn and by lighter and railroad 
to Turners Falls was being unloaded 
at the plant. The log men were sud- 
denly startled to see a strange reptilian 
creature slide out of the center of a 
large log and immediately scurry for a 
hiding place. 

After considerable effort and excite- 
ment, the creature was finally captured 
and proved to be an iguana or arboreal 
lizard, two and a half feet long. The 
iguana is a first cousin to the alligator, 
but is considered harmless. 

The specimen is now in captivity and 
will probably be sent to some zoologi- 
cal park. 
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New Rauland Plant Will 


Produce Complete Sets 


Recently the All-American Radio 
Corporation moved into its new fac- 
tory at Belmont, Tripp and Kenosha 
Avenues, Chicago. The new building 
is of modern saw-tooth construction, 
with daylight illumination over the en- 
tire area of more than 100,000 square 
feet of floor space. The building will 
house the entire All-American manu- 
facturing plant, which during the past 
winter, has taxed the capacity of two 
smaller buildings. 

The concern was founded in 1919 by 
E. N. Rauland. The new plant will 
be the fifth occupied by the enterprise 
during its six years of existence—dur- 





the car in some unexplainable manner 
crashed into a heavy picket fence. Mr. 
Jones was badly hurt and was rushed 
to the Bangor Hospital, where he re- 
mained until Thursday, July 9, when he 
was removed to a Boston hospital. He 
has been semi-unconscious since the 
accident. Mrs. Jones was badly hurt, 
but not seriously, while the children 
came out of the accident unharmed. 


San 


'Chairman Hopper’s Executive 
Committee for Paint Sales 
Managers’ Council 


Ek. IF’. Hopper, Murphy Varnish Co., 
chairman of the Paint and Varnish 
Sales Managers’ Conference and Sales 
Manager, announces the membership of 
the executive committee to serve with 
him in the handling of the 1926 Sales 
Managers’ Conference as follows: 

A. E. Bendelari, vice-president and 
treasurer, Eagle-Picher Lead Com- 
pany, Chicago, IIl. 

G. M. Breinig, 
general manager, 
Hoboken, N. J 

G. E. Felton, sales manager, Wads- 
worth-Howland Company, Boston, 


vice-president and 
Breinig Brothers, 





ing most of that time under the name 
of Rauland Manufacturing Co. The 
All-American Radio Corporation took 
over the business of this company in 
January of the present year. 

Mr. Rauland announces he will place 


| Mass. 
| R. W. Lindsay, general sales man- 
Fg Pratt & Lambert, Inc., Buffalo, 


% 7 
E. V. Peters, general sales manager, 
New Jersey Zine Company, New York 





on the market within a few months a 
complete line of radio sets. Many new 
technical features have been developed 
in the design of these sets; they will, 
however, be marketed not so much as 
a new technical achievement, but 
rather with the accent laid on reduc- 
ing the amount of service work which 
the dealer has found to be necessary 
with even the best sets of the past sea- 
son. 

This company has recently estab- 
lished a broadcasting station, WENR, 
with towers located on the new build- 
ing. The station is at present operat- 
ing on low power, but beginning about 
Aug. 1 it will go on the air with full 
power of 1000 watts. 


Shontz Now Advertising Man- 
ager for John E. Lucas & Co. 


Bert L. Shontz has been appointed 
advertising manager of the John E. 
Lucas & Co., Inc., Philadelphia, Pa., 
paint and varnish manufacturers. In 
the past Mr. Shontz was connected 
with the Philadelphia Ledger and has 
been advertising manager for several 
other firms. 


J. H. Jones Seriously Hurt in | 
Automobile Accident 


Intimate friends of James H. Jones, 
Decatur & Hopkins Co., Boston, shelf 
hardware jobbers, were shocked last 
week to learn that he had been very 
seriously hurt in an automobile acci- 
dent on Friday, July 3, while on his 
vacation. Mr. Jones, together with 
Mrs. Jones, their two sons and daugh- 
ter were driving from Boston to Bucks- 
port, Me. They had reached Bangor 
safely and had partaken of food there, 
and were proceeding toward Bucksport. 
When some six miles west of Bangor 














Henry M. Sanders 


Whose death was reported in HARD- 


WARE AGE, issue of July 9, 1925. Mr. 

Sanders was president of H. M. San- 

ders Hardware Co., Boston, Mass., and 
a hardware man for 35 years. 


Ray Co. Is Formed as a 
Cutlery Business 


The Ray Company, Boston, capital- 
ized for $500,000 has been granted a 
Massachusetts charter to do a cutlery 
business. Henry P. Roberts, Roxbury, 
is president of the company. 


Clyde E. Braden Now with 


The George Worthington Co. 


Clyde E. Braden is now Toledo 
| (Ohio) representative for The George 
Worthington Cov., Cleveland, Ohio, 
hardware jobbers. Mr. Braden was 
formerly manager of the hardware de- 
partment of the Swan Creek Lumber 
& Supply Co. 


a 


V. F. Dewey a Director 
Ames Shovel & Tool Co. 


Victor F. Dewey, president, Detroit | 


Steel Products Co. has been made a di- | 


rector of the Ames Shovel & Tool Co., 
to succeed Rush Rowland, deceased. 





‘the retail store, which 





_ Rochester, 
| ed under the laws of the State of New 


| City, ee # 
A. M. East, secretary, busimess man- 
"ager, Save the Surface Campaign, 


| Philadelphia, Pa. 


Devoe & Raynolds Move 


Headquarters in New York 


The Devoe & Raynolds Co., Inc., said 
to be America’s oldest manufacturers 
of paints and varnishes, and the oldest 
business commercial establishment in 
New York, will move their national 


headquarters and New York branch 


offices to the new Brentano Building 
at 1 West 47th Street, on July 15. Only 
embraces the 
ground floor of their five-story build- 
ing at the corner of Fulton and Wil- 
liam Streets, will remain at the present 
location. 

In moving uptown, Devoe & Ray- 
nolds will desert a neighborhood in 
which it has been loéated since its foun- 
dation—one hundred and seventy-one 
years ago! 

In the new Brentano Building thev 
will occupy the entire seventh and 
eighth floors, for which they have 
taken a twenty-three year lease. The 
company will occupy approximately 
20.000 sauare feet, which is at least 
5000 sa. ft. more space than they have 
at Fulton Street. 


Knab Corp. Will Make Eaves 


Trough Hanger 


The Knab Corp., United Building, 
N. Y., has been incorporat- 
| York and will manufacture a new eaves 
| trough hanger. Other metal specialties 
will be added to the line. The new 
hanger will be known as the Adjusto 
Hanger. 
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Yankee Bit-Brace and 
Demonstrator 
The new Yankee Ratchet Brace No. 


2100, which was displayed at the Com- 
mercial Museum, Philadelphia, has now 


been placed on the market by the North | 


Bros Mfg. Co., Philadelphia, Pa. 
A unique feature is shown in the 


illustration and which will recommend | 
it to dealers is the clever action demon- | 


strator that supports the brace and 
acts as a silent salesman inviting the 


customer to try it and see the operation | 








for himself. eight 


It requires only 
inches of space on the counter and as 
shown in the illustration makes a good 
display. | 
It is claimed that years of study and | 


experiment are back of this improved 
brace and while its cost is a little 
higher, the manufacturer believes its 
quality, efficiency, accuracy and dura 
bility will prove the investment. 

It is said the brace is made and 
finished like a precision tool. The hard 
rubber handles turn easily on ball- 
bearings; the shifter is sure; the 
ratchet dust and moisture proof, and 
the steel chuck is quick centering and 
ball-bearing. Packed one only in sealed 
cardboard carton. The Demonstrator 
furnished free if specified with three 





Braces. Sizes: 8”, 10”, 12”, 14”. 
Padlock Locks Four Ways 
PADLOCK ealled the 4-Way 


Lock, designed to provide pro- 

tection against any chance of 
“picking” or vibrating into release is 
being marketed by the Four Way Lock 
row 4900 Lexington Avenue, Cleveland, 
Ohio. 

As the name implies, there are four 
locks in one controlled and operated by 
a four-way or four-sided key of con- 
venient size and weight. Its mechan- 
ism is said to be simvle and to comprise 
eight levers which move in four direc- 
tions and sixteen locking surfaces. 

Every known test to open by picking 
is said to have failed while the con- 
struction and action of the levers is to 
prevent the possibility of opening by 
vibration. 

It is said to be made to the closest 
limits of mechanical accuracy. The 
lock casing is machined from a solid 
block of forged bronze being first 
extruded and then drop forged which 
gives a strong, tough body. The shackle 


is said to be made of the best steel, | 
_chined with a view to minimizing wear 
_and the collar is drilled to size to in- 
' sure close fit on the screw. 


triple rustproof coated and case hard- 
ened for protection against file and 


saw. 
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_letters stamped into the metal which 
is registered in the purchaser’s name. 


| Each lock and key has its own code 





A registration card accompanies each 


padlock with a view to filing name 


_with the manufacturer and excluding 





| 
1 


| 
| 
| 








any but the user from securing dupli- 
cate keys. I 


keys made by the ruling that no key 


| blanks are to be given to locksmiths. 


Improvement in Collar Fas- 
tening for Prentiss Vises 
A not, collar fastening that does 


not depend on a set screw to 
hold it in place is the most re- 
cent development of the Prentiss Vise 





Company, 106-110 Lafayette St., New 
York. 

Its purpose is to fasten the screw 
to the front jaw and draw out this 
jaw when the screw is turned to open 
the vise. The screw heads are forged 
on the main screws and also two de- 
pressions are forged on opposite sides 
of the screw shank. Over this screw 
is slipped a castellated collar having 
prongs of varying lengths with prongs 
the same length opposite each other. 
Two of these prongs are driven into 
the depressions in the screw shank 
making the collar for all practical pur- 
poses an integral part of the screw. 
This is said to make certain that the 


front jaw will always follow the screw 


without any noticeable play or lost 
motion. 
The wearing surfaces are all ma- 





The user is further guarded | 
against the possibility of others having | 
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Electric Flash Sales Help 


A combination mirror and electric 
sign whose change is governed by an 
electric flash has just been announced 
by the Aluminum Goods Mfg. Co., 
Manitowoc, Wis. 

When the flash is on, the picture 
as shown here is revealed with attrac- 
tive coloring. The continuous change 
from mirror to colored picture is said 
to offer a powerful sales appeal. 

It is with the realization of the 
value of such sales helps and also 
with a view to insuring a representa- 
tive distribution, that the signs are 


© 
me, The Finest Aluminum 





being sold to dealers for a very low 
figure which the manufacturer claims 
is less than the actual cost in quantity 
production. 
The sign 
15 in. x 12 in. 


measures approximately 


New Diemakers’ Square 





DIEMAKERS’ square, No. 552, 
which is said to have unusual 
versatility, is just ‘being an- 


nounced by Brown & Sharpe Mfg. Co., 
Providence, R. I. 

It is intended as a handy tool for 
the diemaker when establishing clear- 
ances of drop forging dies, drawing and 
forming dies and die castings, for the 
pattern maker in checking drafts of 
patterns and for the toolmaker to use 
as a square or depth gage or for es- 
tablishing clearances. 

It is expected to be the handiest tool 
in the kit because it reaches “inacces- 
sible” spots, needs no protractor for 
setting and is easily adjusted and 


clamped. 








The blade is carefully graduated for 


1 in. from either end—one side to 





32nds, the other to 64ths of an inch. 
The narrow end of the blade is 7/64 in. 
wide for small holes and the other end 
is 7/32 in. wide. The body is hardened 
and ground. 
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British-Price Protection Methods Unsuited 


to America 


P, A. T. A. Agreements Would Violate Our Antitrust Laws—Better 


Remedy Will Be Found 


By W. L. Crounse 


Washington, July 13, 1925 


the woods and raised it so kindly that the animal became very 


() ‘the upon a time there was a man who found a bear cub in 


fond of his owner. 


When the man took his siesta of a warm 


summer afternoon the bear gave a very good imitation of a trained 
nurse keeping the flies away by waving his paw before his master’s 


face. 


One day a very persistent fly refused to be waved away. This 
enraged the bear who seized a large stone, proceeded to smash the 
fly and incidentally killed his master. 

When Aesop first told this story he added the moral that indis- 


creet friends sometimes do almost as much harm as enemies. 


This 


brings me to our present application of the fable. 

All over the United States today a comprehensive movement is on 
foot to secure price protection legislation in the new Congress. 
Never before have such diverse interests been so earnestly engaged 


in laboring to a common end. 


Even the Chamber of Commerce of 
the United States, is now proposing to 
launch an active movement to carry out 
the terms of Referendum No. 13 by 
which the members of the Chamber 
some nine years ago instructed their 
Directors to demand of Congress the 
passage of a price protection bill. 

But with the price protection cam- 
paign well under way a recent develop- 
ment has taken place that threatens 
to wreck the crusade. Certain mis- 
guided enthusiasts who mean well but 
know very little of the laws of the 
land and of the temper of Congress are 
in a fair way to spill the beans. 


England Is Not America 


I refer to a little bunch of enthu- 
siasts who are exploiting Sir William 
S. Glyn-Jones, the promoter of the 
Proprietary Article Trade Association 
of Great Britain. These earnest work- 
ers are holding up the P. A. T. A. as 
an example for American manufac- 
turers and merchants to follow and are 
insisting that everybody should gather 
around and listen with bated breath to 
Sir William’s story of how he put over 
price protection in England just as 
though the same thing could easily be 
done in this country. 

Sir William recently made a hurried 
trip to the United States without mak- 
ing any public appearances or deliver- 
ing his message on any important occa- 
sion. More recently, however, he made 
a very elaborate address before the 
Proprietary Association of America on 
the occasion of its forty-third annual 
convention held by way of variety in 
Montreal, Canada. 

In the meantime several of Sir 
William’s addresses have been printed 
by advocates of the formation in this 








country of a prototype of the P. A. 
T. A. and considerable propaganda 
along this line has been set on foot. 
It is this propaganda that threatens 
serious injury to the price protection 
campaign. 


How the P. A. T. A. Operates 


In order that our readers may under- 
stand the principle upon which the 
P. A. T. A., as managed by Sir William, 
operates I will describe it briefly. 

The Proprietary Article Trade As- 
sociation is now nearly thirty years old. 
It was organized in 1896 and when it 
was launched all but a few enthusiasts 
declared it was doomed to prompt and 
ignominious failure. 

It began business composed of eight 
or nine manufacturers and jobbers con- 
trolling a list of some fifteen trade- 
marked or otherwise identified articles. 
These men banded themselves together 
by a gentlemen’s agreement to refuse 
to sell their goods to any dealer who cui 
the price of any article manufactured 
or sold by a member of the association. 

In a year the membership list swelled 
to forty, controlling some sixty articles. 
Today the organization includes 400 


separate manufacturers, controlling 
some 4000 articles and the end is not 
yet. 


If any one of those 4000 articles is 
sold by a retailer at less than the mar- 
ket price he automatically closes to 
himself the channel through which he 
purchases the entire 4000. It takes a 
man with nerve to cut prices in Great 
Britain. 

Sir William Experiments in New York 

But let me quote a bit from Sir 
William’s recent address to the patent 
medicine men in which he disclosed the 























workings of the P. A. T. A. and com- 
pared conditions in New York with 
those in London. He said: 

“When I reached New York the first 
thing I did was to have three purchases 
made for me of three articles, two of 
which were on our list of advertised 
proprietaries, and as I expected, as in 
the old days in Great Britain, my 
messenger paid three different prices 
for them. One of those articles was 
bought at three different prices. 

“T take it this is a stamped article, 
and there are 80,000 in Great Britain 
who may be selling it. I do not say 
they are selling it, but they may be. 

“The retail price is fixed at two 
shillings and six pence, and I will defy 
a visitor from any part of the world 
to go into any shop in Great Britain 
and get it for less. I will go further, 
and say that the British public today 
has got so used to this idea that they 
would not dream of asking the price, 
and they pay cheerfully. 

“The difference in the picture is this: 
If you market your goods in Great 
Britain, you have no choice. Go over 
there and try to put an article on the 
drug trade. 


You Have to Be “On the List” 


“The first thing they will ask you 
is ‘Are you on the list?’ You will have 
no choice. And, you will be foolish if 
you want a choice. Why? Eighty 
thousand separate channels of willing 
distributors. 

“T do not say zealous distributors, 
but willing distributors. An absolutely 
free channel for your goods through 
80,000 outiets. . 

“There is a distributing machine 
provided for you in every village and in 
every town, and what is tantamount tc 
an agreement from every one of them 
not only that they will not make pawns 
of your articles, but that they will sell 
them at the price, and what is more 
that if they are asked for an article 
they will hand it out without any at- 
tempt to substitute anything else in 
its place. If one of these 2000 articles 
is asked for, and any retailer in Great 
Britain were to attempt substitution 
(and of course there are a small num- 
ber of chaps who have not a grain of 
justice in them, and who would do it, 
but they cannot) the manufacturer 
would not deal with him. 


Plain Talk to the Price Cutter 


“He would tell us, and we would say 
to that retailer: ‘What is your game? 
Do you want to smash the partnership? 
The three partners are in this agree- 
ment not for the good of somebody else. 
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They are all straightforwardly and 
honestly working under the agreement 
because it pays them. The retailers 
are in it because they are going to get 
a fair wage guaranteed to them. The 
wholesaler is in it for the same reason. 


The manufacturer is in it because we 


tell him if he is he will get fair treat- 
ment and fair display. We are not 
going to let you use the action of the 
manufacturer to injure him. 
do not want to sell his goods, do not 
sell them; but when his goods are asked 
for, you shall not attempt to sell any- 
thing else in substitution for them, and 
if you do we treat you exactly as if 
you were cutting. You go on the stop 
list, and you will be prevented from 
getting any of the 2000 articles.’ ” 


If you | 


| 
| 
| 


J 


| 


Now, I do not doubt that there are | 
thousands of manufacturers and mer- | 
chants in the United States who would | 


like to see a P. A. T. A. organized in 
this country and operated along the 
lines that have been pursued in Great 
Britain. But it can’t be done because 
such a combination—or “conspiracy,” 
as the Attorney General would call it— 
is contrary to the antitrust laws and 
it is the opinion of every experienced 
man who has investigated the subject 


ee 


that Congress could never be brought | 


to so amend the Sherman act and the | 4:5) advocates in this country are now 


collateral statutes as to permit the 


P. A. T. A, system to be installed and | hope to see enacted into law is a very 


operated in this country. 


Why Glyn-Jones Propaganda Hurts 


For this reason the propaganda in 
favor of the Glyn-Jones policies has 
aroused opposition to price protection 


legislation throughout the country and | 


is putting a weapon—and 


powerful one—into the hands of the 
arch price cutters—the chain stores, | 
the big department stores and certain 
individual concerns which are willing 
to employ nationally advertised goods 
of unquestioned quality as bait to bring 


a 


a very) 
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in customers to whom they can sell 
unknown merchandise at unconscion- 
able prices. 

Don’t make the mistake of thinking 
that because you and the other retail 
merchants of your community are bus- 
ily engaged selling the idea of a price 
protection law that the price cutters— 
and especially the big ones—are not 
just as busily engaged in hunting for 
ammunition with which to attack Con- 
gress aS soon as the new session as- 
sembles on Capitol Hill. These preda- 
tory merchants have been on a broad 
grin ever since Glyn-Jones arrived on 
this side of the Atlantic ocean for they 
intend to utilize his propaganda to 
their advantage before the House Com- 
mittee on Interstate and Foreign Com- 
merce. 


Tell Everybody the Truth 


The strongest weapon with which to 
meet the attack of the price cutters 
who are pointing out what they term 
the absurdity of the idea of using 
P. A. T. A. methods in this country is 
the real truth about the price protec- 
tion movement now on foot. There is 
nothing like the truth in a campaign 
against insincerity and misrepresenta- 
tion. 

The principle for which price protec- 


fighting and the proposition which they 


simple one. It does not contemplate 
a combination of manufacturers or 
merchants to freeze out every retailer 
who undertakes to cut a price. 

It is merely proposed that Congress 
shall make legal—and the Supreme 
Court says they are now illegal in view 
of the present state of the law—volun- 
tary contracts which may be entered 
into between manufacturers and mer- 


chants for the maintenance of the re- | 


sale prices of the goods in question. 
No manufacturer would be obliged to 
utilize these contracts unless he de- 
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sired to do so and no retailer would be 
compelled to sign such a contract if for 
| any reason he did not care to do it. 


A Big Réciprocal Advantage 


|. An enormous reciprocal advantage, 
however, would be enjoyed by both 
parties to such a contract. Of this 
'there can be no doubt. 

The manufacturer selling his goods 
under such contracts would have a 
| legal guarantee that his prescribed re- 
sale prices would be maintained. In- 
cidentally, as the maintenance of these 
resale prices would redound greatly to 
the advantage of the retailer, and mer- 
chants everywhere would stock this 
particular manufacturer’s goods. 

The retailer would reap the great 
advantage of being guaranteed against 
the competition of the price cutter on 
the goods in question. He could sell at 
the full price, pocket a full price profit 
and stop wailing about the chain store. 

Of course this is not so alluring a 
prospect as that unfolded by Glyn- 
Jones. It has the advantage, however, 
of being practicable and in line with 
the institutions of the country in which 
we live. 


| Could Talk Value Rather Than Price 


| It would work a revolution in retail 
/merchandising and put a tremendous 
_premium upon quality in merchandise. 
Incidentally it would enable the retail 
merchant to talk more about value and 
| less about price. 

_ Don’t for a minute think I fail to 
_appreciate the good work the P. A. T. 
|A. has done in England. The price 
‘cutter is an abomination and the 
harder he is hit, whether in the United 
States, Canada or Great Britain the 
| better we should all like it. 

But don’t forget that this price pro- 
| tection campaign is a crusade to obtain 
a great blessing by strictly lawful 
_means in line with American traditions. 























F. W. Molyneux Has Used This Guarantee 






Form for 25 Years 


KF. W. Molyneux, Jersey 





— 
—— 


Telephone Montgomery 1830 


is guaranteed 


as the material and workmanshi 





Jersey City, N. J., 


THIS CERTIFIES, thatthis sw uit co ft 


CONDITIONS OF WARRANTY 


We warrant all tools to be perfect when they leave this store, so far 
is concerned. If a tool proves TOO SOFT 
and bends on the edge, or breaks in consequence of a flaw in the steel and 
is returned to my store, a new tool will be given in exchange. If it is broken 
where the steel is SOUND, it will not be exchanged. 


NOTE—Goods will not be exchanged unless accompanied by this Guarantee 


F. W. MOLYNEUX 


244-246-248-250 NEWARK AVENUE 


GOOD FOR GO DAYS ONLY 


City, N. J., has used this 
form of guarantee for the 
past 25 years. It is issued 
only with quality grade tools 
and cutlery. He tells us that 
after 60 days he seldom has 
a comeback, though once he 
had an Italian return after 
three years, present’ the 
guarantee and ask for an 
adjustment on a tool which 
the buyer had taken to Italy. 
It had proved defective in 
use and Molyneux gladly re- 
placed it. After 60 days Mr. 
Molyneux does not recognize 
the guarantee slip but uses 
his judgment in settling any 
disputes about tools or cut- 
lery which may go bad. He 
finds the guarantee slip a 
good trade winner and be- 
lieves it very practical. 
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General Market News 











Rubber Products Are Advancing 
Wood Screws Show Decline— 


Fall Hardware Outlook Good 


R eet products distributed through harware channels 


are being advanced from 10 to 15 per cent. 
tires, sheeting, tubing, mats, etc. 


This includes 
Further advances may 


be expected. This change has been necessary, due to the fact 
that crude rubber has advanced about 88 per cent in recent 


weeks. 


Brass and bright screws have declined about 10 per cent in 


most markets. 


Current hardware sales are limited in staples. 


There is a 


fair fill-in demand for spring and summer goods in the wholesale 


markets. 
tically all centers. 
liveries. 


Jobbers are receiving encouraging futures in prac- 
These call for August and September de- 


Suburban trade is better than city trade among retailers. 
Rural sections send in the best reports of these three groups. 


Day-Fan 1925 Radio Prices 
Generally Show No Change 


The Dayton Fan & Motor Co., Day- 
ton, Ohio, manufacturers of Day-Fan 
radio equipment, announced prices for 
fall, 1925. These are practically the 
same as last year. 


Prices Have Been Reduced 
on E. Z. Corn Poppers 


The O. S. Keene Machine Co., 1116 
Michigan Avenue, Chicago, announce a 
substantial reduction of prices on the 
E.Z. Corn Popper, to become effective 
at once. 


Pittsburgh Jobbers Advance 
Tires; Paint Materials 
Decline 


Advances ranging from 10 to 12% 
per cent in the prices of automobile 
tires and tubes became effective July 
1 among Pittsburgh jobbers. Along 
with this advance, however, there have 
been reductions in painting materials 
and conductor pipe. White lead was 
reduced from 15%c. to 15%c. per Ib. 
in 100 lb. lots, while turpentine was re- 
duced lic. per gal. to $1.11 in barrel 
lots, and linseed oil was reduced 8c. 
to $1,10 per gal. in barrel lots. Stand- 
ard gage galvanized sheet steel pipe 
are reduced 30c. per 100 ft. to $4.75. 
The jobbing trade in this district is 
only fair, but holds up as well as was 
expected considering this season of the 
year. With the approach of the vaca- 





| 





tion period business has tapered off 
somewhat. Collections are only fair, 
and there has been no change for the 
better in the coal and coke situation, 
which is extremely dull. A great num- 
ber of farm tools are being bought 
and there is particular activity in de- 
mands for scythes, snaths, hay forks 
and hay carriers. There is a fair de- 
mand in a number of other lines, also. 





Wood Screws Lower 
in New England 


Wood screws have been lowered in 
cost in the New England hardware 
market, and reduced prices are asked 
for galvanized square mesh cloth as 
well as drop shot. On the other hand, 
interchangeable mops have appreciated 
10 per cent, and it is quite certain that 
automobile tires and inner tubes, as 
well as wringers, will cost more within 
the near future. Price changes as re- 
ported by manufacturers and jobbers 
otherwise are largely nominal. Manu 
facturers are adding some things to 
their lines and dropping others. 


Rubber Products Advance in 
New York Market 


Due to the fact that crude rubber 
has advanced an aggregate of 88 per 
cent in the past three months, finished 
rubber products as sold through the 
hardware channels have been advanced 
from 10 to 15 per cent, with further 
advances predicted by many distribu- 
tors. Wood screws declined 10 per cent 
and wire nails went down 10 cents per 
keg. The present base price on wire 
nails is $3.40 per keg. 






































Demand Is Improving 


for Window Glass 


Window glass manufacturers report 
that orders for their product continue 
to increase each week over the preced- 
ing one. In some instances the man- 
ufacturers give careful attention to 
the sizes and thickness of the glass 
specified before they will accept the 
same. There is also a tendency toward 
a stiffening in price of hand-made prod- 
uct. It is apparent that those who es- 
pecially desire to round out their stock 
with hand-made glass would conserve 
their own interest best by getting their 
orders in promptly. The glass in the 
hand manufacturers’ warehouses is 
steadily being lowered and it is prob- 
lematical when, if ever, the plants will 
be worked again. 

The way orders for building glass 
are now being placed by retailers 
would indicate that the glass is going 
almost direct to the consumer, they 
carrying practically no stock on hand 
and depending upon the distributors for 
a prompt supply for their requirements. 
In turn the distributors, in many in- 
stances, are depending upon the man- 
ufacturers and the railroads for a 
ready and prompt source of supply for 
rounding out their stocks. 

If the present building program is 
continued and the anticipated business 
materializes, which many are freely 
predicting and there is little reason for 
thinking otherwise, glass may command 
a higher price almost any time. 

Reports from New York are to the 
effect, that jobbers at that place are 
sacrificing their stocks to some extent. 
This policy, if the statement is cor- 
rect, has been practiced in the past and 
always resulted detrimentally to those 
participating in the action. 

—National Glass Budget. 


—_—— 


Automobile Tires Advance 


While Other Items Decline 


The general advance in the price of 
automobile tires and tubes announced 
by the various manufacturers last 
week, due to the higher cost of crude 
rubber, has been reflected by a_ sub- 
stantial mark-up on the part of the 
jobbers. However, Chicago prices on 
some of the staple items have taken a 
drop, a further decline on linseed oil 
and turpentine being noted. 

Seasonable merchandise continues to 
be in heavy demand, and the sale of 
staple goods is fairly good. The plac- 
ing of future orders for fall merchan- 
dise by the dealers is rather slow in 
starting, but indications point toward 
a good fall business, based on the very 
favorable crop reports. 
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Some Falling Off in Business Is Noted 
in the Boston Hardware Market 


(Boston office 


HE letting up in business noted a week ago in 

the hardware market was still apparent during 

the past week. The pre-July 4 retail trade was 
quite good for a day or two, but since then weather 
conditions have been against public buying of hard- 
People have been more in- 
terested in trying to keep cool and out of the rain 
various around-the-house, 
‘all for hardware items. 
falling off in retail sales is reflected in the wholesale 


ware much of the time. 


than in the 
farm occupations that 


market. For the first six months 


jobbing business was slightly under that for the cor- 
Since July 1, however, 
falling off in jobbing sales has been, 


responding period last year. 
the 
more pronounced. 


APPLE PARERS.—Apple parers are 
in good request, with sales running 
just about on a par with those for the 
corresponding time last year. 


We quote from Boston jobbers’ 
stocks: 
Apple Parers.—Little Star, $9 per 


doz. net; Rocking table, $12. 
AUTOMOBILE ACCESSORIES.—Job- 
bers do not hesitate to say they antici- 
pate a still further advance in prices 
on automobile tires and tubes. With 
the crude rubber market advancing to 
new high levels almost every day an 
appreciation in tires is inevitable, they 
say. They also feel there will be some- 
what of a shortage inasmuch as some 
of the manufacturers of tires are not 
properly covered on crude rubber to in- 
sure a normal output. Automobile ac- 
cessories in general have sold well so 
far this season. 














iS. part of jobbers 
to drum up business in axes so far have 
not been highly successful. The retail 
trade is slow to cover its requirements 
for fall, but such orders are in order. 


We quote from Boston jobbers’ 
stocks: 

Axes.— Without handles, single bit, 
$14.50 per doz. net, double bit, $19.50: 
flint edge with handle, single bit, 
$18.75. Chip Slinger, unhandled, sin- 
gle bit, $15.10. Flint Edge, with han- 
die boys’ No. 2, $12.50, house, 2%- 
Ib., §$ 2.25 Jimdandy, with handle, 
No. 2, $17, house, 2'4 Ib., $10.75. 


CHOPPERS.—Being on the edge of the 
mincemeat making season and the gen- 
eral canning season, retail dealers 
should look to their supplies of chop- 


pers. Jobbers have a fairly good as- 
sortment of stock on hand, but not a 


large quantity and any real spurt in 
retail buying might easily result in de- 
ferred deliveries. 
We from 
stocks: 
Food Choppers.—tl nive ‘rsal line, 
$1.25 each net: No. 1, $1. No. 2, 
1. £6; No. 3, $2. 37. Russwin line, No. 
S $18.23 per doz. net; No. : 22.28; 
No. 3, $28.35. 
Parts.—Universal 
$2.25 each list; feed 
$1.30; cutters, 25c. 
cranks (complete), 50c 
screws, 45c.: thumb nuts, 
dle screws, 10c. Discount, 
per cent. 


quote soston jobbers’ 


No. 
? 


52: 


body, $1 to 
50c. to 
each: 


line, 
screws, 
to 30ce. 
to 60c.; clamp 
20c.: han- 
25 and 10 
No. 
No. 


Meat Choppers.- 


Dats 


-Universal line, 


each net: No. $3.38; 


$2 





of HARDWARE 





AGE ) 
ket conditions. 


during August. 
generally 


and 


This 


garden 


of the year the 


perhaps, 
fairly good. 
333. $3.72; No. 304, $5.91; No. 344, 
$4.4 
ELECTRIC FANS.—Because of the 
excessively hot and sticky weather 
sales of electric fans have held up re- 
markably well. Jobbers’ stocks are 
pretty well shot. 
We quote from Boston jobbers’ 
stocks: 
Electric Fans.—Black, No. 6, $2.85 
¢ ach net: No. 8, $3.60. Ivory, No. &, 


x | DD. 


FURNACES.—With the New England 
building program still on a large scale, 
all kinds and makes of one pipe or 
pipeless furnaces are in demand. Quite 
a number of the retail hardware deal- 
ers in various sections of this territory 
have been making a drive on _ these 
heaters with good results. 
We 
stocks: 
Furnaces.—-One 
x 30-in., $122 per furnace 
x36-in., $137.50; 40 x 40-in. 
With pipe and casing, 22 x “A2-in., 
$100; 26 x 46 in., $110; 30 x 50-int 
$130, 
GALVANIZED WARE.—Jobbers are 
out for fall business in galvanized 
goods, giving special effort to coal 
hods and sifters. 


We from 
stocks: 
Pails. 
per doz. 
doz., $5.40; 
doz., $6.96. 
Garbage Cans.—Galvanized, No. 4, 
5 each net; No. 2, $1.60; No. 1, 
Underground cans, inside can, 
x 17-in., $10.50 each; 15 x 22-in., 


Coal Hods.—15-in., $3.64 a doz. net; 
l6-in., $5.12: 17-in., $5.50; 18-in., $6. 

Ash Cans. — National. Enameling 
and Stamping line, No. 190; $4.20 
each net: No. 171, $3.50: No. 181, 
$3.88. Other makes, No. 1700, $28 a 
doz. net: No. 1800, $31. 

Watering Pots.—4- -qt., $6.25 per doz. 
net; 6-qt., $7; 8-qt., $8; 10- + a $9.75; 
12-qt., $10.80, and 15- -qt., $13 


quote from Boston jobbers’ 


register 30 


net; 


pipe, 


quote Soston jobbers’ 


No. 1312, 
40-Ib. 
50 Ib. 


$4.86 
to the 
to the 


Galvanized, 
net: No. 1314, 
No. 1514, 


GUNS AND AMMUNITION.—A fur- 
‘ther reduction of 10c. per bag is noted 
'in drop shot, making a total deprecia- 
tion of 20c. 


within a month. 
We from Boston jobbers’ 
stocks: 


Drop Shot. —smaller than B, $2.75 


quote 


per bag: B and larger, $3.05 per bag, 
Air Rifle, Boy Scout, shot, $4.65 per 
case; Bullseye, $3.50 a case. 


Retail dealers are not disturbed over current mar- 


They feel seasonable weather will be 


speaking, 
runs out of any particular thing it is easy enough to 
secure quick delivery from the jobber, no matter how 
small the quantity of merchandise involved. 
practically a certainty the carryover of current sea- 
sonable goods will be extremely 
clerks have begun their vacations, while retail store 
owners are beginning to give their attention to goods 
that will be required in the fall. 
on a comparatively small scale, but it gives evidence 
of increasing within the near future. 


experienced most of the remaining part of July and 


Retail stocks are not excessive and, 
are well balanced. When one 


is 


It 


small. Hardware 


Forward buying is 


Collections are 


Guns.—Stevens air rifles, No. 124,, 
$4.05 each net; No. 26, : 
$6.12; No. 17, $7.50; 
70, 12.45. Shot guns, 
No. 115, $10.50; No. 215, 
$20.75: No. 315, $21; No. 
No. $24.30. Savage, 
single shot, No. 04, $6; 
shot gun, No. 21A, = $41.75.° 
oo ivia leader, double barrel, 
Black Beauty, double barrel, 
Page Lewis, 22 action, model 


$3.75. _ 
KEGS.—The past week saw 


330, $21. RH: 
bolt- -action, 

repeating 
Baker 
$32; 
$50. 


& L), 


quite a 


sizable number of kegs for fall deliv- 











ery entered on jobbers’ books. There 
is every indication that retail dealers 
will invest in many more kegs than 
they did last season. 


We quote from 3oston jobbers’ 
stocks: 

Cider Kegs.—Oak red, 5-gal., $1.90 
each net; 10-gal., $1.85; 15- gal., 
$2.10; 20-gal., $2.50 25-gal., 40; 
30-gal., $3; 50-gal., $4. White. 5g. 
$1.60; 10-gal., 2; 15-gal., $2.30; 20- 
gal., $2.60; 25-gal., $2.90; 50-gal. 33.2"; 


or 


“aed. 


50-gal., 4. 
MASONS’ TOOLS.—This is the time 


of year when house owners, especially 
those living in the country, should do 


'whatever masonry work is necessal'y 


for 1925 and early 1926. It therefore is 
time for the retail trade to secure its 
share of the masons’ tool business 
passing. 
We 
stocks: 
Masons’ 


per doz. 
24-in., $33. 


quote from Boston jobbers 
Tools.— Bags, 18-in., $24 

net; 20-in., $27; 22-in., $30; 
Hawks, 13 x 13 x 3/ $2-in.. 

$20 per doz.; darbies, 3% x 42 x 


3/32-in., $22; flats, 5 x 12-in., $12. 
MOPS.—There has been a slight _ 
justment in list prices on O-Cedar in- 
terchangeable mops, but discounts re- 
main as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Mops.—-O-Cedar line, without han- 
dles, No. 4, $12 per doz. list; No. 10, 
$18; No. 11, $18; dry duster, No. 9%, 
$12: handles, $3 per doz. extra. Inter- 
changeable, No. 1, $15 per doz. list: 
No. 2, $2 No. 5, $15; No. 6, $21. 
Floor, No. 22, $2 each. Hand, No. 44, 
$6 per doz. Clothes No. 51, $4.20 doz. 


Discount, 3314 per cent. 

Cotton Mops.—Eureka line, 9%-l). 
twine, $4.15 per doz.; 12-lb. twine, 
$5.50. 


POULTRY SUPPLIES.—Local jobbing 
houses have opened their books for 
brooder and incubator orders to be 
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filled next season. Prices for the new — $38 oe ee Sern: _ head, $3.31. Canadian, No. 514, $1; No. 7, 
. ; : ’ rass, 10 and 3344 per cent discount; 1.67. : 
an oon the same as last quoted. round head, brass, 67% and 3314 per , Ladies’ Skates.—No. 52, 97c. a pair 
We quote from Boston jobbers’ cent discount; flat head galvanized, net; No. 5624 $1.17; No. 52414] 
stocks: 574% and 33% per cent discount; flat $1.62; No. 5624% "$1 14; No 572415, 
Incubators.—Buckeve line. oil and head, nicke?, 60 and 33% per cent dis- $1.92: No. 592414. $3.50. "a 
xas heater, No. 1, $26.25 each net; count; round head, nickel, 60 and 33!, Outfits —Men’s No. 72, $3.65 a pair 
NO. 2, $31.15; No. 3, $40.43; No. 4, per cent discount. net; ladies’ No. 74, $3.65: men’s 
$47.60; No. D, $74.90; No. 14, $11.55; Machine Screws, Etc. — Machine No. 130, $6; ladies’ No. N93. $6.50: 
No. 16, $19.25; No. 1%, $25.73. (QJueen screws, flat and round, hex., Nos. 1, all Goodyear welds. Tubular No. 90, 
line, style K, No. 20, W0-egg ca- 2 and 3, 45 per cent discount; No. 4 gray enameled, $5.50; nickel plated, 
pacity, $16.50 each; No. wzl,_ 120-egs, and larger, 50 and 10 per cent dis- $6.50. 
$27.50; No. 22, 220-egg, $36.75; No. 1, count; fillister iron, Nos. 2 and 3, | Skate Straps.— Black or russet, 


Noe’ $27.00; No. 2, 135-egg8, $37.90; 40 per cent discount; No. 4 and with common buckle, 20-in., $1.25 
4 Orr is . bs) ™ * cm . . . a . 
No, 3, 180-egg, $44.50; No. 4, 275 larger, 45 per cent discount; flat and per doz., met: 26-in., $1.75; 30-in., 

















egg, $57.75; No. 5, 400-egg, $68; No. round head, brass, Nos. 2 and 3, 40 $1.75; 36-in., $3; 42-in., $3.75. With 
25, 600-egg, $103; No. 35, 800-eR8, per cent discount; No. 4 and larger, | patent buckle, 20-in., $1.50; 30-in. 
oe _ ae ee $157. Dis- 1d per cent discount; fillister brass, | $2. ) 
co a er ‘Ee y ‘ ‘ ) ‘ arcgar a= . . | > 
Brooders.—Buckeye line coal No. a a ce per cent. | SKIIS.—So far, retail dealers have 
18, $15.05 each net; No. aera discount: set screws, including head- | evinced little interest in skiis, but job- 
een ae eo sis 30. No: og nal leas, 70 ee een oe | bers hope to drum up quite a little for- 
burner, $215 No. 2iA, oil burner, 10 per cent discount; lag screws, 44) ward business within the next month. 
omc —_ No” a Fee eM sna per cent discount. | We quote from Boston jobbers’ 
$21.50 each; No. 2, 1200-chick capac- SHOVELS.—Steel shovels continue to y rrr ee 
itv, $26.50. Discount, 30 per cent. 'move out of jobbers’ stocks in fairly 51, ft., $2.99: 6 ft $3.52: 614 ‘ft. a4 90): 
ROASTERS. — Forward buying of | good volume, but the average order i ft., $4.73; 714 ft., $5.35 8 ft., $6.05. 
roasters for the fall trade is reported | received from the retailer today calls Bert ie Mee Pe Poe ee es 
by local jobbers. To date, however, for a limited amount of stock. Job- | wood, 4 ft., 75c.: 4% ft., $1.15: 5 ft. 
purchases have been confined to com- | bers’ books for snow shovels have been | eee 3 ft, $1.68; ¢ AM ae? Skil 
les, 5D -» ose. eas y o» oa. 





paratively few retailers, the bulk of | opened, but so far the buying has been | ° 0" " 
|} SLEDS.—Along with other winter 





the trade still being reluctant to com- | indifferent. 
mit itself. A a ee 'goods, sleds are being suggested to the 
We quote from Boston jobbers’ stocks: ; | retail : trade. 
stocks: Steel Shovels. Polished, fourth | We quote from Boston jobbers’ 
Roasters. — Savory, small family grade, No. 2, $12.70 per doz. net; No, stocks: 
size, single or in lots of three doz., oF $13.10; extra D-handle, No. 2, Flexible Flier Line.—No. 1, $2.50 
$8.40 per doz, net; medium family $15.95. Ames brand, No. 2. $18.01: No. each, net; No. 2, $3.17; No. 3, $4; No 
size, small lots, $15 per doz., large | 3 o18.41; extra [)-handle, Nv. 2, 4, $4.54; No. 5, $5.84. racer, $4.34: 
lots, $14.40; No. 11, one coat of blue $19.26. Ames scoops. No. 4, $19.41 per Junior Racer, $3.50. 
enamel, small lots, $21.25, large lots, doz. net; No. 5, $19.80; No. 6, $20.19. Paris Mfg. Line.—No. 99, $12 per 
$20.75: No. 41, small lots, $27.50, large Snow Shovels.—Wooden, boys’, with doz., net; No. 100, $13.20; No. 150, 
lots, $27. No. 45, three coats of gray | tip, No. 67, $4 per doz. net: single $15.60; No. 200, $19.20; No. 250, $21.60; 
enamel, small lots, $34.35, large lots steel tip, No. 53, $7.60; double steel | No. 300, $26.40. 
$33.60. tip, No. 69, $8.60; malleable tip, No. Frame Sleds.—No. 52, $11.40 per 
= geet : re 68, $9.70; Crescent, $10.20; Pathfinder, doz., net; No. 54, $17.40. Clipper, No. 
SAW FRAMES.—The forward buying $10.20. Rugges line, steel, long han- 2, $10.80; No. 4, $14.40: No. 6, $18. 
season for saw frames, blades and com- | dle, Hibbard, No. 500, $5 per doz. net: Sleds.—Speedster, No. 3140, $48 per 
. : ; a} , caAnrs steel D-handle, $6; split wooden ID- doz. list; No. 345, $54: No. 350, $60; 
weve § . ; l ncourag- os - —~ 9 ati avs 9 , + . » POV, 
= = = of thes — * - ; “i handle, $6. Masachusetts, long han- No. $50, $72. Discount 40 per cent. 
ingly, but most of the orders placed so dle. $8.44; malleable D-handle, $9.06; Miscellaneous.—Baby sleighs, No. 0, 
far have come from the so-called coun- | — spring steel, $8.99. $18 per doz. list. Boxes, No. 1, $72 
ur tps ar a6 . , , : per doz. list. Discount 40 per cent. 
try trade. bs SKATES.—Jobbers likewise are solic- WINDOW WIRE.«Galvanised sauare 
a Tas | ee oe iting orders for skates to be delivered mesh cloth has been reduced 30¢. ner 
Wood §S & —_No.* 30. $5.85 later in the year. Particular stress is Pn ove. | 
ood Saw Frames.—No. 39, 99.80 100 ft. The new prices place three- 
per doz., net; No. 50, $6.50; No. 40, being placed on the fact that _ boot 'mesh on a basis of $4.75 from store 
Oe ae ati. & tin i ton skates were extremely scarce toward | andl $4.35 Scene aon. a oe 
doz. net; 32-in., $5.85. No. 11, 30-in., the latter part of last season, and re- | ‘ PS é y. 
$6: 32-in., $6.65. No. 45, 32-in., $5.50. _tailers therefore are being urged to | WRINGERS.—Some of the manufac- 
Complete Sets.—-No. 150, $12.75, per anticipate their requirements earlier | turers of wringers have withdrawn 


prices and others have come out with 
_an announced advance of 10 per cent. 
_Jobbers’ prices remain as heretofore, 


doz. net: No, 150 Champion, $13.65; h: ‘ } 

No. 40, $15.55; No. 45, $15.20; No. than usual. 

111, $16.35. We quote from Boston jobbers’ 
stocks: 


SCREWS.—A slight downward read- 
: a “1 : Roller Skates. — Children’s, with | , } ~eadincte 
justment in wood screw prices has been strap toe, 70c. per pair net: with | - en will be readjusted 
made by jobbers, following the receipt clamp toe. 75e. Boys’ and girls’, — | 2€ “— rod i — vanities 
of new prices from the manufacturers. | rae bearings, $1.10; ball bearing, | ine é€ from boston jobbers 
We quote from Boston jobbers’ Ice Skates.—Union Hardware Co. | Wringers. — No. 130, $42 per doz. 
stocks: line. No. 1624, 89c. a pair net; No. net; No. 341, $61.50: No. 350, $49.50; 
Wood Screws.—Flat head, bright, 1624%, $1.24; No. 1824, $2.06; No. No. 361, for set tubs, $65.50; No. 
721, and 331% per cent discount; flat 1924%,, $3.12. 380, $43.50; No. 380E, $55.50: No. 
head, blued, 72% and 331% and 5 per Hockey Skates.—No. 52414, $1.56 a B3S1E, for bench, $94.50: No. B350E, 
cent discount: round head, blued, 70 pair net; No. 424%, $1.74; No. 924%s, for bench, $86.50: No. B380E, $90.50. 








When a Catalog Is Not a Catalog 


CATALOG, according to the Post Office Depart- houses are increasing their catalogs to 24 pages, with a 
, ment’s interpretation of the new postal rates, is not tendency to break down well-established trade standards 
a catalog when it contains less then twenty-four pages. of paper size, printing and folding. 
And not being a catalog, it is not entitled to the rate of Some have discovered that by attaching a circular, on 
1 cent per 2 ounces, but must bear a rate of 1% cents which the rate is 1% cents if mailed alone, to a 24-page 
per 2 ounces. catalog, the whole can be mailed for 1 cent. 

The effect of this ruling, as brought to the attention of These and other effects of the new postal rates will be 
the Department of Transportation and Communication of considered by the Joint Subcommittee of Congress at hear- 
the Chamber of Commerce of the United States by various ings to begin at Washington July 20.—Dept. of Commerce 
business organizations, has been that many business Bulletin. 
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Fall Buying Slow in Starting in Chicagzo— 
Current Conditions Fairly Good 


HERE has been practically no change in the rubber, tires and tubes have advanced materially. 


general market conditions in the Chicago area Reports from the agricultural districts are very 
during the past week, either from a retail or favorable as to crop conditions and there is every 
wholesale standpoint. Seasonable goods continue to indication that retail business in these sections will 
be in heavy demand, but dealers are showing little be good this fall. The labor situation, at present, in 
tendency to place future orders covering their fall the larger centers is not as good as it was a year ago, 
needs. The movement of staple items can be said to although it is not far below normal. 
be fairly good. In manufacturing there has been somewhat of a 
Prices for the most part are stationary, 7” there dropping off in activity. Steel plants are now run- 
have been some price declines, linseed oil and turpen- ning at from 80 to 85 per cent capacity and still 


further reduction is looked upon as likely. Large 


tine taking further substantial drops and lamp cord 
buyers are out of the market, although the volume of 


and cement coated nails showing sharp mark-downs. 


On the other hand, due to higher price on crude small orders seems to be increasing. 
AUTOMOBILE ACCESSORIES.— CHAIN.—Prices are confirmed, with- “- Radio Supplies.—Radio B batteries, 
There is the usual heavy hot weather out change, by the leading makers, as ra 766, $1.40 each; No. 767, $2.62 
demand. Tire prices take sharp ad- | of July 1. The demand is fairly good. Battery Chargers.—Apco line, in 
vance. We quote from jobbers’ stocks, lots of less than 10, $13.50 each, net. 
f inbhers’ stocks f.o.b. Chicago: *%-in. proof coil chain, Tubes. —Cunningham and R. C. A., 
We quote fom JONES GOCKs, | $8.50 per 100 1b.; Tenso, Bull Dog $3 list. Discount 25 per cent. 
f.o.b. Chicago: litdorf, 50 bh: and Brown coil chains, 50-10 per cent Loud Speakers.—Western Electric, 
ar oe MP yor Bay x Abe | discount; No. 00-4% electric welded No. 522W, $9.50 list. Discount 30 
’ 5 « > 
each, Champion Blue Box line, 53c. cow ties, $2.75 per doz. per cent. 
each; A. C. ‘Titan, _o8e. each; lots of COPPER RIVETS AND BURRS.—| FIELD FENCE.—Sales are seasonably 
in o6c. (i Se oe as Prices without change. Sales are very | fair. 
Spot Lights.—Anderson, No. 3280, good. , a Pa at from jobbers’ stocks, 
$6.50. We uote from iobbers’ stocks, .O.D. icago: 726-6-12%4, $29.02 per 
‘otis A. Electric (Ford), $4 ry Ng he tani Genber rivets and a 1848-6-1414, $44.08 per 100 
eac “e «8@F > > j ° 
Jacke-—Ajax No. 6, 90c. each; burrs, 35 per cent discount. 
National Standard No. 21, $1.20 each. |DRAIN PIPE CLEANER.—There is a FISHING TACKLE.—There is a heavy 
eee —- 1 ae, | | good steady demand. Prices are un- | demand for all kinds of tackle. 
Chains.—Non-skid, dozen pair lots, changed. FILES.—There is a good steady de- 
t. Soe 00 pair lots, | We quote from jobbers’ stocks, mand. Prices are firm. 
per co . ‘hie . ; :? : 
Yeas end Tunes--00 x 8% over- | cp ge dente — We quote from jobbers’ stocks, 
size cord tires, $11.45 each; regular | 1 ‘ 1 lb. net cans, in lots of f.o.b. Chicago: America files, 60-10 
cord, $7.80 each: gray inner tubes | Cleaner, ee a ot e 6 per cent off list; Nicholson files, 50 
ee en” $1.65 cetaee’ aid Tecceaee oy | 3 doz... = per doz., in lo 2 “a per cent off list; Black Diamond files, 
+i ‘4u0 $2 05 ~My ' | doz., $2.60 per doz.; and in 12 doz. 40-10-5 per cent off list. 
30 x 4%, $2.05 each. ~~ $2.50 Ye 2. sie GALVANIZED ARE 
, ’ . i Same, in 2 . net weight cans, in J — tur- 
AXES.—The Summer lull affects the | lots of 2 doz., $4.90 per doz.; in lots ers have not ae! “1 ” aay ge 
current demand. Prices are firm. of 6 doz., $4.70 per doz.; and in lots 5 b e y wail ye ‘4 
We quote from jobbers’ stocks, | of 12 doz., $4.50 per doz. per cent on tubs a sone out er 
f.o.b. Chicago: First quality single | , Hercules tile and porcelain cleaner, to the usual July stimulators jobbers 
bitted unhandled axes, 3 to 4 Ib, $14 =| i? : ab. ys = cans, $3 per dgs. prices show bigger reduction, of which 
doz. base; double bitted, $19 doz. in lots 0 OZ. ae th ull Qondin tn take ollie’ 
base; good quality black unhandled Hercules boiler liquid, in 1-qt. © reunl wade Is Ing advantage. 
axes, same weight, single bitted, $13 | cans, $3 “- 7 ‘Ye or oN 2.50 We quote from jobbers’ stocks, 
doz. base; single bitted handled axes, | C©8ch; in 1 doz. lots, $2.25 each. f.o.b. Chicago: Standard galvanized 
$15.50 to $24 per doz., according to | ame, in %-gal. cans, $5 each; % after made tubs, No. 1, $5.85; No. 
| doz. lots, $4.75 each; and in gal. cans, 2, $6.60; No. 3, $7.75; 10-qt. gal- 





quality and grade of handle; special $4 } 
unguaranteed handled axes, $12 per eacn. 
Gos., Sase. _EAVES TROUGH AND CONDUCTOR 


| PIPE.—-Sales are in fair volume. Prices 


vanized after made pails, $2; 12-qt., 
$2.20; 14-qt., $2.50; 5-gal. galvanized 
oil cans, galvanized breasts, $7.65 

: Y% -bu. galvanized after made 





BOLTS AND NUTS.—The demand is doz. 

strong and prices are unchanged. are unchanged. askets, $4. 75; 1-bu. galvanized bas- 

stro a I £ | & : , kets, $6.7 doz.; 1%-bu. galvanized 
We quote from jobbers’ stocks, PP ty ceiete hg oe eu: baskets "$8.75 doz. 

f.o.b. Chicago: Carriage bolts, cut Oo icago: Single bead lap joint | #- : ss 

thread, 50 per cent discount; small | gutter, 5-in. $4.50 per 100 ft.; corru- GARDEN HOSE AND LAWN SPRIN- 

carriage bolts, rolled thread; 50-10 gated conductor pipe, 3-in., $4.75 per K LERS.—Prices are unchanged. The 

per cent discount; machine bolts, cut | 100 ft.; plain ridge roll, 1%-in., $4 heavy demand continues. 

thread, 50-10 per cent discount; per 100 ft., corrugated conductor el- 

small machine bolts, rolled thread, | bows, 3-in., $1.36 doz. | . — = nee — ——, 

50-10-5 per cent discount; all stove _ | Oo icago: arden ose, goor 

bolts, 75-5 per cent discount; lag ELECTRICAL AND RADIO MER quality, molded hose, %-in., 10%c. 

screws, 60 per cent discount. | CHANDISE.—Sales cal ——— gy! 4 -in., 13c. - i 3-ply, 

: , : very good in electrical merchandise. good quality wrapped, %-in., 10c. 
BUILDERS’ HARDWARE.—The de Prices unchanged, with the exception per ft.; %-in., 12c. per ft.; 4-ply 
mand is holding up remarkably well : good quality, wrapped, %-in., 12c. 
with the continuation of building ac- of a sharp drop in lamp cord. per ft.; %-in., 14c. per ft.; 5-ply, 
re _— . We eel from jobbers’ stocks, good quality, wrapped, ‘%%-in., 9c. 
tivities. Prices hold firm. | f.0.b. Chicag per ft.; %-in., lle. per ft. Lawn 

We quote from jobbers’ stocks, | Electrical ” “Merchandise. —No. 14 sprinklers, Rain King, $28 doz. ; orig - 

f.o.b. Chicago: 2% x 3% steel butts, | rubber-covered wire, $7.20 per 1000 ee aca ae sprinkler. $8 doz.; 

case lots, old copper and dull brass | ft.; in 1000-ft. lots, $6.95; No. 18 ainbow, 38-in. high, $24 doz. 

Butts, Sid copper and dull brass tn | 1000-tt “lots, ‘de Wein, brush ‘brass | GLASS AND PUTTY Sales are re- 

utts, old coppe ass - 000-ft. Ss, : -in. . 

ish, $3.84 per doz. pair; heavy steel key sockets, 18c. each; two-way ported as very good. Prices unchanged. 

bevel inside sets, case lots, $6.75 per plugs, 60c. each; in lots of 10, 49%c. We quote from jobbers’ stocks, 

doz.; steel bit-keyed front door sets, each; one-piece attachment plugs, f.0.b. Chicago: Single strength A, 

$1.75 per set; wrought brass bit- 13c. each; two-piece attachment 25-in. bracket, 88 per cent discount; 

keyed front door sets, $3.25 per set: | plugs, 12c. each; dry cells, boxes of single strength, A, 34 to 40-in. 
eylinder front door sets, $7.50 per 50, 30%c. each; less than case lots, bracket, 86 per cent discount; single 
34c. each. strength A, all other brackets, 85 


set. 


Reading matter continued on page 50 
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For your windows—free 


Three good-looking, practical fixtures for 
making attractive window displays; nicely 
finished in mahogany or oak; nine display 
shelves; suitable for showing any kind of 
merchandise; conservatively valued at $12.50 

-and yours absolutely free if you order the 


Mirro Window Stand Deal! 


But that isn’t all. You also get 150 beauti- 
fully illustrated 4-page invitation letters, all 
ready to mail to your best customers; a set 
of handsome display cards; and an enameled 
brass sign. All free. 


The Mirro Display Stand Deal consists of 
69 sure-selling Mirro articles, expertly picked 


MIRRO 


The Finest Aluminum 


HARDWARE 


AGE 49 
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to give you a representative line that will 
build solid, permanent business. The cost, 
$59.00, is the cost of the merchandise alone 
at regular prices, so the stands, letters, cards, 
and sign are actually, genuinely free. 


Here’s a real merchandising plan that is 
selling quality aluminum at a quality profit 
for hundreds of merchants. It will do it for 
you, too. 

You ought to know more about it. All right 
—just mail the coupon below. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 
Makers of Everything in Aluminum 


Information Coupon 
Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 


Gentlemen: Please send us, without obligation, all the interesting 
details about that Mirro Window Stand Deal. 
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50 


per 
A, 


double 


cou 
100 


cent ad 


all 


nt. 
lb.; 


HANDLED 


good 
firm. 


We 
f.0.b. 


OZ. 


$10.2 
doz., 
hammers, 
hammers, 


volume 


per 
other 


HANDLES, 


are good. 
We 
f.o.b. 


Hay 
chucked 


= 
j1 
i 


SUr: 
doz. 
jl, 
XN 


»-It. 
i, -ft., 
Hay Fork Handles.- 
and 
ferrule 
o-ft., 


-ft. 
be nt. }! 


$4.50 
$4 


Pore d, 

and 
$8.50 
tp, 


$4.5 


doz. 


Manure 
t-ft., 
bent, 
doz.: 


era 


’ . 
iOZ. 


ft. 
doz.: 


Garden Hoe Handies.—XX, 4}. 
X 
Rake 
doz.; 
Handles. a ul: ir 


5. 45 
GS 
ies 


Shovel 


2 @ 
$3.9 


$7.95 


Spade 


grade, 


HANDLES, TOOL.—Prices 


strong, 


de, 
XX 
34. tf) 
11, -ft., 


> doz.: 
arden 
$5.25 


f¥2-{t., 


0) doz.: 
» doz.: 


$7.75 


ic? 


with 


good rate. 


sizes, 
strength 
Putty, 

commercial, 


quote 
(*hicago: 
nail hammer, 
doz.: 
$7.85 
>6 
AGRICULTURAL. 
Prices are steady. 
quote 
Chicago: 
For 
and 
doz. ; 


doz.: : 
$2.40 


ferrule 
ae t s 


»-ft., $3 


Fork Handles. —Bent, 


xX 2T rade, 
Handles. all ) 


strength 
discount; 
cent dis- 
per 
lb. 


double 
86 «per cent 
Bb, 87 per 
pure grades, $3.75 
$3.40 per 100 


HAMMERS.—tThere is a 
ot sales and prices are 


iscount; 





from jobbers’ stocks, 
Vaughn-Bushnell, 16- 
$10.50 doz.; Stanley, 
Mavydole, $12.60 per 
16-oz. machinist 
and 16-oz. nail 


makes 
doz. 
doz. 





from jobbers’ stocks, 
Straight, 
grade, 4'.- 
5-ft., $5.50 doz.; XX, 
5-ft. $4.80 doz.; X, 
j- ft. .? SO doz. 
_B sent, chucked 
with strap, 
$7.50 doz.; 
bent, with 
4-ft., $5.50 
XX bent, 
$5.50 doz.;: 
o-ft., $3.40 


Handles. 
bored, best 


kK 


doz. : 


best grade 
cap, 4'4e-ft., 
doz.; | + «a 
and cap, 
iD doz. : 
‘ doz.: 5-ft. 
doz.: 


best 
doz.; 4%e-ft., $5.10 
$4. Ld “doz.: ‘ tlo- 

be nt, 4-ft., $2.60 
doz. 


$4.7 iD 
4-ft., 
xX 
$2. 95 
41 
doz. 
-XX, o3ol6- 
$3.25 doz. 
pattern, 
4'4-ft., 
grade, 


414-ft., $2.40 
Handles.- 
a ~ft., 


' 3 4 
best 
doz. 
handle, best 
$6 doz. 


$5. 40) 
'D handle, 
$6 
X 


doz.: rrade, 


are 
up 


very 


sales keeping at a 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handles.—No. 1 Hickory, 34 


doz. ; 
hickory, 


ond 


No. 2, 
$5 


erowth 


$3 doz.: second growth 
doz. ; finest selected sec- 
hickory, $6 doz. 


Hatchet and Hammer Handles.— 


No 


hickory, 


HATCHETS. — Prices 


1, S0e. 


$1. 


dk _ 
50 


finest second growth 
doz. 


quite steady. 


There is a good demand. 


W 


f.o.! 
qt., 
$6.7 


list: 


12-qt., 
20-qt., 
Arctic 
3-qt. 
$8.60 li 
above 1 


5 list; 


$4.85 
s -« 
2 
3 


qt. 


ce ed 


79) ] 
t; 3- 
ess 


’ 


i 
$ 
$ 

l 


Jv 
s 


e quote 
» Chicago: 
list; 
4$-qt., 
$13. 
1. 55 
3.20 


ist; 


50 





We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchet, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 

2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 
HINGES.—Prices firm, with a _ good 

steady demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
H-in., $1.60; 8-in. $2.70: 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5d-in., $1.66; 
6-in., $2.08; S-in., $3.56; 10-in., $5.10 
per doz. pair. 

ICE CREAM FREEZERS. sales 
are very good. No change in prices. 


from jobbers’ stocks, 
White Mountain, 
2-qt., $5.65 list; 3-qt., 
$8.25 list; 6-qt., 
10-qt., $18 list; 
$25.60 list; 
25-qt., $42.60 list; 
$4 list; 2-qt., $4.60 list; 
4-qt., $6.80 list; 6-qt., 
$11.10 list. All the 
per cent discount. 


50 list: 
list; 15-qt., 
list; 


-qt., 


LAWN MOWERS.—The demand is re- 





ported as dropping off somewhat. No 
price changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
16-in. ball bearing, 5-knife, 11-in. 
wheels, $12.35 each; 16-in. ball bear- 
ing, 4-knife, 10%-in. wheels, $10 
each; 16-in. plain bearing, 4-kKnife, 
10%-in. wheels, $8.65 each; 16-in. 
ball bearing, 4-knife, 9-in. wheels, 
$7.85 each; 16-in., plain bearing, 


Sales 


HARDWARE AGE 


4-knife, 9-in. wheels, $7.35 each; 


in. ball bearing, 4-Knife, 8-in. wheels, 
$$ each; 16-in. plain bearing, 3-knife, 
8-in. wheels, $5.85 each 


The price of cement coated nails 
quoted at 15 cents lower. 


We quote from jobbers’ 
f.o.b. Chicago: Common wire 
$3. 15 per keg base; 
y per keg base. 
elomaiaed nails is 
and longer, $2.25 
l-in. 


OIL STOVES. 
| Prices remain unchanged. 
We from jobbers’ 
f.o.b. Chicago: Old line New 
tion 2-burner stove, $17 each 
3-burner, $22 each list; 4-burner, 
each list; new Improved 
2-burner, $22 each list; 
$28.50 each list; 4-burner, 
list; 
4-burner, 
ject to 30 
of ten or 
per cent discount. 
Stoves, No. 211, 1 
list; No. 212, 2 burners, 
list; No. 213, 3 burners, 
No. 214, 4 burners, $28 each list; 
215, 5 burners, $39. 50 eac h list; 
1102 High Shelf only, 
No. 


| list; 
each 
$9.75 
2 bc. 


burner, 


The extra 
now $2 for 
for shorter 





quote 


$35 ) 


list. All 
discount. 
subject to 
Nesco Oil 


$58.50 each 
per cent 
more are 


$17.35 
9» 


or te 


No. Shelf only, 


list; 


1104, High 
No. 1105 High 
each list. Rockweave 
each. Nesco Oven, No. 
Solid Door, $2.10 each 
No. 5, burner, Glass Door, 
each list: No. 010, 1 burner, 
oom. $4.15 each list; No. 10, 
Glass Door, $4.40 each list; 
2 burners, 
No. 20, 2 burners, 
each list; No. 030, 2 burners, 
| Door, $5.40 each list; No. 30, 
| ers, Glass Door, $5.70 each list; 
water heaters, $45 each list. 
ject to 30-5 per cent discount. 
The manufacturers of Nesco 
Cook Stoves have four zone 


05, 
list; 
$2. 
No. 


Glass Door, 


rates. The above prices are effective 
in Zone 1. 





PAINTS AND OILS. 


16- 


NAILS.—The demand is fairly good. 


stocks, 
nails, 
cemented coated, 
for 
1-in. 
than 


Sales are very good. 


stocks, 
Perfec- 
list; 
$28 
Perfection 
3-burner, 
each 
Superfex 2-burner, $45 each list; 
sub- 
Lots 
30-5 
Cook 
burner, $9.50 each 
each 
‘ach list; 
No. 
No. 
$5: 25 each list: 
1103 High Shelf only, $6.50 “ 
S 
Shelf only, 
wicks, 


or 


av 
Solid 
1 burner, 
020, 
Solid Door, $5.15 each list; 
$5.40 
Solid 
2 burn- 
Nesco 
All sub- 


Oil 
price 
lists, varying according to the freight 


1S 














Linseed oil and | 


turpentine take further substantial de- 


Other prices stationary. 
from 


clines. 
We quote 
f.o.b. Chicago: 
Linseed Oil.—hKaw, 
per gal.; 5-barrel lots, $1 
Linseed ¥ — soiled, 
$1.15 per gal.; 5-barrel lots, 
gal. 
ene —Barrel 


jobbers’ 


07 
barrel 


lots, $1.11 


— Barrel 

extra, 

$15.2 95 
$3. 90: 


ga 
a Alcohol. 
| 58c. per gal.; steel drum, 
returnable. 
| White Lead.—100-lb. 
50-lb. kegs, $7.75; 25-Ilb. 
12%4-lb. Kegs, $2 


_ 


Dry Pa ste.—Barrel 


lb. 
Shellac.—(4™%-lb. 
$4.05 per 


per gal.; orange, 


kegs, 
kegs, 


lots, 7c. 


sa 


English Venetian Red.—In barrels, 


$3.50 to $6.75 per 100 Ib. 








/PYREX WARE.—There is somewhat 
of a picking up in sales. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
Casseroles. — Round, No. 167, $12 
doz.: No. 168, $14 doz.; No. 182, $12 
| doz.; No. 184, $14 doz. 
No. 193, $12 doz.; 
No. 197, $14 doz. 
Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
| Tea Pots.—2-c up, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
| i No. 231, $8 doz.; No. 
232, $14 doz. 
} 
| fair. Prices unchanged. 
| We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 
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stocks, 
barrel lots, $1.12 
per gal. 
lots, 
$1.10 per 
per 


lots, 
$6 


per 


goods) white, $4.25 


ROLLER SKATES.—Sales are only 


ROOFING AND PAPER.—There is a 
strong active demand with recent ad- 
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Red rosin 


is unchanged this week. 


f.< 
fa 


square, 
pe 


$2 


$1. 


ing, 


We 
ab. 
ced 


from jobbers’ stocks, 
Best grade slate sur- 
roofing, $2.30 per 
tale surfaced, $2.65 
medium tale surfaced, 
light tale surfaced, 
red rosin sheath- 


quote 

Chicago: 
prepared 

best grade 
r square; 
per square; 
20 per square; 
$57 per ton. 


ROPE.—Hay rope is in heavy demand. 
Prices show no further change. 


-f.¢ 
ar 
N 
Si 


16! 


SAS 


We 


bd. 


quote from jobbers’ stocks, 
Chicago: No. 1 Manila Stand- 
d brands, 24%c. to 26%c. per Ib.; 
Oo. 2 Manila, 23l%ec. per Ib.; No. 1 
sal, 17%c. per Ib.; No. 2 Sisal, 
oc. per Ib, 

H CORD.—Sales 


are fair and 


prices remain unchanged. 


f.« 


br: 


$1 
SAS 
tory 


fi 
le 
& 


rels 
barrels, 


‘VS, 


stocks, 
stand: urd 
No. 8 


We 
>». 
inds, 
l per 


H PULLEY.—Sales are satisfac- 
and prices are firm. 
We quote from _ jobbers’ 
»b. Chicago: Common sash 
ove. doz.; barrels, 54c. 
ymmon Sense, 2-in., 60c. doz.; 
 o4c. doz.; No. 105, 32c. 
48c. doz. 


quote from jobbers’ 
Chicago: No. 7 
$9.55 per doz. hanks; 
doz. hanks. 


’ 


stocks, 
pul- 
adoz.; 
bar- 
doz.; 


SCREEN DOORS AND WINDOW 
SCREENS.—Sales are good. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.; No. 296, 2-8 x 6-8 $27 
doz.: No. 311, 2-8 x 6- 8, $32.10 doz. 

Window Screens. —No. 1833, $4.94 


doz. ; 


SOL 


There 


No. 2433, $6 doz. 


DER AND BABBITT METAL.— 
is a heavy demand and prices 


are firm. 


f.« 

St) 
so 
SO 
ba 
ar 
Ib. 


stocks, 
50-50 
45-55 
40-60 
speed 
stand- 
per 100 


We 
ib. 
lder, 
lder, 


quote from jobbers’ 
(*hicago: Warranted, 
$38 per 100 Ilb.; medium, 
$37 per 100 Ilb.; tinners’, 
lder, $36 per 100 Ib.; high 
bbitt metal, $20 per 190 Ib.; 
d No. 4 babbitt metal, $13 


STEEL SHEETS.— With the sharp 


mark-down 


in the Chicago market, 


prices are so low as to seem very at- 
tractive for prompt purchase. 


f.< 

sh 

sh 
WIR 
and 


We 


f.< 
wi 
Va 


Ib.: 


Ca 


st 


bl: 


aples, 


We 
»b. 
eets, 
eets, 


from jobbers’ stocks, 
28-gage galvanized 
$5 per 100 lb.; 28-gage black 
$4 per 100 Ib. 


E GOODS.—Prices are unchanged 
the demand is good. 


from jobbers’ 
No. 8 black annealed 
$3.05 per 100 Ib.; No. 9 gal- 
nized plain wire, 3.50 per 100 
catch weight spool galvanized 
ttle or hog wire, $3.85 per 100 Ib.; 
spool galvanized hog. wire, 
per spool. Polished fence 
$3.60 per 100 Ilb.; 12-mesh 
ick wire cloth, $1.90 per 100 sq. ft.: 


quote 
Chicago: 


quote stocks, 


.b. Chicago: 


7ee 
re, 


12-inesh galvanized wire cloth, $2.20 


pe 


cloth, 
nized poultry 
discount: 


ne 


bronze wire 
ft.; galva- 
netting, 55-5 per cent 
galvanized after poultry 
\0-5 per cent discount. 


r 100 ft.: 14-mesh 


per 100° sq. 


sq. 
$6.25 


tting, 


WRENCHES.—Sales volume is good. 
Prices show no further change this 
week. 


We 
f.o. 
60- 
wrenches, 
engineers’ 
discount off new list; Stillson, 
cent discount; 


from jobbers’ stocks, 
Agricultural wrenches, 

discount; Coes’ 
per cent discount; 
50-10 per cent 
70 per 
Trimo, 65-10 per cent 


quote 
Chicago: 

per cent 
40-10 
wrenches, 


b. 
10 


discount. 


Snap- 
ctrical set, $4; No. 11 Master Ser- 


ele 
vic 


$8. 


On Wrenches. — Radio and 


$15. 25; No. 202 Heavy Set, 
303 Ford Master Service 


Set, 
No. 


‘Ee 
SO: 


Set, $14.85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver Set, 


$3. 
$3. 


No. 900 Square Socket Set, 
All Snap-On Wrenches less 40 


40: 
70. 


per cent, 
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heres Only One Stidetite. 


So easy, smooth and quick in operation as to be 
almost automatic. Driveway unobstructed — door- 
way of any width up to 30 feet—from 2 to 10 doors 
—all theseessentials to perfect garage door efficiency 


assured by— 


Slidetite Garage Door Hardware 


Equipped with it, doors slide inside and fold flat against the 
wall. When closed, the garage 1s weather-proof. Stand open 
in any position, unmoved by the strongest wind. Install S/zde- 
tite and get a lifetime of uninterrupted service. , 


Slidetite a Symbol 


Slidetite Garage Door Hardware, the aéso/ute in efficiency and 
service, is but a type of the advanced ideas embodied in every 
item manufactured by Richards-Wilcox. Barn, House, Fire, In- 
dustrial and Elevator Doors hung the R-W wayare hung right. 
The service is nation-wide. Consult the Engineering Depart- ,,™ 

‘ , , Quality leaves 
ment freely and without obligation on any doorway problems. its imprint” 


ichards-Wilcox Mfé. (0. 


‘A Haneer for any Door that Slides. 
New Orleans 


AURORA, ILLINOIS, U.S.A. 
(37) Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha Seattle Detroit 


New York LDoston Philadelphia Cleveland Cincinnati Indianapolis St.Louis 
Montreal - RICHARDS-WILCOX CANADIAN CO,, LTD., LONDON,ONT. - Winnipeg 
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Pittsburgh Demand Active for Scythes, 
Snaths, Eite.—Jobbers’ Stocks Good 


(Pittsburgh office of HARDWARE AGE) 
HE jobbing situation in the Pittsburgh market 
is only moderately fair yet it is as good as was 


expected at this season of the year. 


Vacation 


time has tapered business off somewhat but demand 
is fair in many lines including scythes, snaths, hay 
forks and hay carriers, window glass, paint mate- 


rial, electric fans, 


ware. 


mobile tires, ranging from 10 to 121 
Reductions have been made 


came effective July 1. 


garden hose and awning hard- 
The anticipated advance in the price of auto- 


per cent be- 


in the price of conductor pipe, white lead and tur- 


pentine and linseed oil. 


Collections are rather poor 


but this is due partly to the activity of agricultural 
interests now busily engaged in harvesting their 
crops and the dullness is also credited in part to the 
continued extremely unfavorable coal and coke trade. 


Jobbers continue to carry 


good stocks, keeping com- 


plete lines and making replacements as quickly as 


sales are made. 


AUTOMOBILE ACCESSORIES.— 
Business in automobile accessories con- 
tinues to be dull and jobbers and dealers 
report that there is no indication of an 
upward swing in the near future. At 
the same time they are hopeful that bet- 
ter business will develop this fall. 
Prices in all lines, except automobile 
tires and tubes, which have been ad- 
vanced 10 and 15 per cent respectively, 
remain unchanged. 

Prices from jobbers’ 
Pittsburgh, follow: 

Spark Plugs.—A. C. 
less than 10, 65c. each; lots of 10 to 
49, 58ec.: lots of 50 to 95c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.: A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 
42c. lots of 100 to 200, 39c.:; lots of 
300 or more, 37c 

Motor Meters. — Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list: lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 3344 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 


each. 
Pumps.—Anthony line, $2.20 each. 


AWNING HARDWARE.—Demand for 
awning hardware continues to be good 
and some jobbers report that it is keep- 
ing up surprisingly well 

Jobbers quote: 


stocks, f.o.b. 


plugs, lots of 


Eye ends, ™ in., $5 per 100; % iIn., 
$8: clamps, ™% in., $6.50 per 100; ¥, 
in., $8; hinges, $3.50 per 100. 

> ] > 
Pittsburgh Dealers’ Price 


List on Auto Tires 


30x 3% Clincher Regular Cord.$10.15 
30x 3% Straight Side Regular 
Cord 11.45 


30x3% Clincher Heavy Duty 

[. rcetveen seen heen ebaghawe 11.95 
30 x3% Straight Side........... 13.80 
DECC  oe96¢-640080086840666680080 18.15 
DEES  ceectenssecdtueehesbendsee 20.00 
DEES ssccecenediewuetesoueséow us 20.60 
Det ©. «oss sa00sdsseasseseueses 21.30 
Gray Inner Tubes, 30 x 3%..... 1.65 
Tan Inner Tubes, 30 x 3%...... 2.05 


ELECTRIC FANS. — Lively demand 
continues to be matle for electric fans, 
some jobbers reporting that the turn- 
over has been unusually large. 

Jobbers quote the Emerson line, 
No. 44, at $6 each, and No. 450 at 
$11.50. 

CONDUCTOR PIPE.—The warehouse 
price of galvanized sheet steel pipe, 
standard gage, has been reduced 30c. 
per 100 ft. to $4.75. Demand is mod- 
erately good. 

We quote out of Pittsburgh ware- 
houses: 


Galvanized sheet steel pipe, No. 28 
gage, 3-in., $4.75 per 100 ft.; copper 
pipe, 2 to 5-in., 16-0z., 32 per cent 


off list on direct mill shipments and 
28 per cent off list out of jobbers’ 
stocks. 
GARBAGE PAILS AND CANS.—Fair 
activity continues to prevail in the 
market for garbage pails and cans, the 
prices of which remain unchanged. 


Security Line -_ Cans.—No. 1, 
$2.80; No. 2, $3.2 No. 3, $3.85: 
Garbage Cans, No. 10, $2.05; Garbage 
Pails, No. 7, $1.50; No. 8, $1.60; 
No. 9, $1.90: Keystone Garbage Cans, 
No. 11, $1.70; No. 12, $1.95; No. 13, 
$2.25; Security Rubbish Cans, No. 30, 
$4.85. 


GARDEN HOSE.—Jobbers report that 
garden hose is easily one of the most 
active products on the market and some 
sellers have found difficulty in main- 
taining stocks. 
Jobbers quote in 

in., 8%c. to 9c. per ft.; % in., 

to 10c.; % in., 10%c. to IIc.; 

Spray nozzles, $6.80 a doz. 
KEGS (Wooden).—Jobbers continue to 
look forward to a heavy demand for 
kegs because of the promising prospect 
of a large crop of fruits and, moreover, 
there already has developed a fair ac- 
tivity in this line. 


reels: % 
914¢. 
Gem 


250-ft. 





White 
Red White Oak 

Oak Oak Charred 

5 gallon ..$1.15 $1.30 $2.35 
10 gallon -. ae 1.70 2.70 
15 gallon .- 1.80 2.00 3.00 
20 gallon . 2.00 2.20 3.50 





MILK CANS.—Rains of the past week 
have proven a source of encouragement 
to the dairying sections where the flow 
of milk has been considerably reduced 
by reason of dry weather and jobbers 
of milk cans are expecting a heavier 
demand. 


Prices out of jobbers’ stocks follow: 
Security line: (Sunken covers) Cleve- 


land, No. 620, $3.60 each; No. hog 
$4. 15: No. 740, $4.50; Tiger, No. 620 
$3.20; No. 632, $4.10; No. 640, $4. 45: 
No. 732, $4.20; No. 740, $4.50; = 
No. 620, $2.80; No. 632, 30; 

640, $3.40; No. 732, $3. 45; No. 740, 
$3.55; Pittsburgh pattern, $2. 70 each. 


Umbrella cover 15c. per can extra. 


OIL STOVES AND OVENS.—Market 
for oil stoves and ovens is disappoint- 
ingly quiet, although some jobbers re- 
port a moderate amount of business. 


Jobbers quote retailers, f.o.b. 
Pittsburgh, a discount of 30 and 5 
per cent off these prices: 


LIST PRICES 
Nesco oil cook stoves. 
1 


a ne 2. oss eee ese oi $9.50 
a, 2 2 MN 66 6 ees oes oe 8 17.35 
DEO. Be BS BBUPUOTB. «oc ccc cccces 22.00 
No. 214 4 Burmers............. 28.00 
J - £2 errr rer 39.50 
No. 1102 High Shelf Only...... 5.26 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 
Rockweave wicks, 25c. each. 
Nesco ovens. 
No. 05 1 Burner Solid Door... $2.10 
No. 5 1 Burner Glass Door... 2.25 
No. 010 1 Burner Solid Door... 4.15 
No. 101 Burner Glass Door... 4.40 
No. 020 2 Burners Solid Door.. 5.15 
No. 20 2 Burners Glass Door.. 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 
Security line. Net prices to re- 
tailers: 
Ie. Be GHEROD BIGOP cocccccccecs $2.35 
ao, “Ge Ge. ED «pvc cceees ess 2.15 
a a ee Eg .cceceevces 3.00 
No. 130 Ginee DOOP ....cccccces 3.60 
Dee, Be BOM ccc ccccccsce 2.85 
No. 130 Solid Door ............ 3.50 
ce, “eG oko ccccecces 3.00 
Bee. BOD GeO BPGOP 2... ccccccses 3.60 
Dee. Ge Gee BPOOe .ccccciceces 3.60 
Pee, Be GD BOE .occccccvces 4.20 
oo a Se OO. cece cdoee 4.00 
ah BO SE BOE cvcccccecces 4.60 
meek Be GEORG BPOGP .ncccccevccs 4.00 
NO. 126 Gines DOOPr ....ccccccce 4.60 
Bes Ge HOT BPOOP nn ccccccccss 3.85 
NO. G5 Gines DOOF ...ccccccess 1.75 
OF OO rer ee 1.60 
peo, Ge Gees BOGOF... sccccewes 1.35 
a fe eee 1.25 
Nesco water heaters, list price $45. 


Kamp cook stoves, No. 3, $4.65; No. 
4, $7.15; No. 7, $6; No. 10, $9.75. 


PAINTING MATERIALS.—During the 
past week white lead has declined in 
price %c. per lb. in 100 lb. lots to 
15%c., while turpentine has been re- 
duced 1c. per gal. in barrel lots to $1.11, 
and linseed oil has been cut 8c. per gal. 
in barrel lots to $1.10. Demand for 
painting materials generally is fair, 
and is attributed partly to the amount 
of building that is being done. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15\44c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.11 per gal. in barrel lots: 
— oil, $1.10 per gal. in barrel 
ots. 


Reading matter continued on page 54 
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If Genuine “SNO-WITE” Porcelain Enamel Bath Room Trimmings, ©) 
are good enough for the leading hotels in America—they are good is 









CS enough for the finest homes. We stand back of every article. & 
? PT t?y_atTtrite T= . . . 

@ | |-SNO-WITE: Sell them on our Ten Year Guarantee. Read the Tag. rs 
( Originators of porcelain Enameled Bathroom Trimmings. SS 


American Enameled Products Company (S\) 


S Boston CHICAGO New York © 
San Francisco Atlanta Toronto Detroit €) 
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Considering the Jobber 











Thess diatae ame wacked If “The laborer is worthy of his hire”—then the Jobber is worthy of 
in heavy, full telescope, consideration. The Jobber labors strenuously to build trade. Single- 
fibre cartons, two dozen as PP ‘ 

in each wire bound ship- handed it is a tough proposition, but when the manufacturer gets right 
Shed ’ a back of him and the two work together, success with a deserving product 


acked cases weigh > 
proximately 400 pounds. 
Jobbers appreciate this 


is assured. 











sv eng handling and Success has come to WESCO in the short space of four years because 
WESCO has untiringly serviced the Jobber and unfailingly satisfied the 
consumer. 


WESTERN CHAIN COMPANY 


1803 Belmont Avenue, Chicago 
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HARDWARE AGE 


Jobbers Are Taking Futures in 
Fair Quantities in N. Y. 


Hardware Market 


HE outlook for fall may be considered very encouraging, judg- 
ing from the fair-sized future orders being placed by retailers 


in the New York hardware market. 
though some wine press orders 


tember delivery, 
August. 


Most of these call for Sep- 
call for shipment in 


Suburban town trade continues to be ahead of the business done 


in the city. 
period approaches. 


General sales are easing off somewhat as the midsummer 


Crude rubber has been advanced a total of 88 per cent in the last 


three months. 


As a result of this, rubber products distributed through 


hardware channels have been raised from 10 to 15 per cent and many 


factors 


in this market believe there will be further advances. 


It is 


said that garden hose prices will probably be higher when September 


prices are announced. 


Wood Screws Decline 10%: 
Demand Is Moderate 


New York houses announced a re- 
duction on brass and bright screws 
which amounts to 10 per cent. The 


first report indicated a decline of 
per cent but later data has the reduc- 
tion as 10 per cent. The current de- 
mand is moderate to fill-in-lots. 


JOBBERS’ QUOTATIONS Lg RE- 
TAILERS, F.0.B. NEW YOR 


Wood screws, iron bright, 
oe ! per cent. 


(244-38 ad 


flat head, 


<<) 


Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 per cent. 

Same, brass, round and oval head, 
6744, 25 and 5 per cent. 

, Galvanized, flat head, 5715, 5 and 

5 per cent. 

Nickel plated, round head, 60, 20 


and 5 per cent. 
Full packages are 
Kscutcheon pins, 
list. 


> per cent. 
cent off 


extra 


334% per 


Fencing Sales Easing Off; 
Stocks Are Very Light 


The seasonal demand for fencing and 
flower bed guards is easing off some- 
what. Wholesale stocks are reported | 
as being very low. Prices remained un- 
changed throughout the season. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK 


Lawn fence, single, 165 ft. to a 
roll, 36 in. high, $13.80 per roll; 42 in. 
high, $15.50 per roll, and 48 in. high, 
$17.25 per roll. 


Lawn fence, double, 165 ft. to a 
roll, 36 in. high, $19 per roll; 42 in. 
high, $20.90 per roll, and 48 in. high, 
$24.15 per roll. 

Flower bed guards, 165 ft. rolls, 
16 in, high, $5.95 per roll; and 22 in. 
high, $11.32 per roll. 

Ornamental gates, 5 ft. wide, ap in. 
high, $3 each, and 42 in. hich, $2.15 
each. 


Freezer Stocks Improved 
Through Replacement 


The warm weather in this section 


created a good demand for ice cream 
freezers with the result that wholesale 
stocks had gotten too low. 


Re-order - 


shipments arrived last week and job- 
bers report improved stock conditions. 


_Sales continue fairly active and prices 
are unchanged. 


JOBBERS’ 
TAILERS: 


Gray Goose freezer, 
= $2. 81; o-qt., $3.35; 4 
6 qt., $5.22. 

Alaska and Peerless freezers each 
take a discount of 20-10 per cent off 
list. 

Peerless ice 


QUOTATIONS TO RE. 


-. -qt., 
qt., 


$2.45; 2- 
$4.10 and 


chippers, Cyclone ice 
chippers, Toy Town ice crushers and 
freezer floor clamps take a discount 
of 3314 per cent. 
Polar freezers 
3344 per cent. 
Power freezers take 
per cent. 
White ~*~ 
$2.83 each; 3-qat., 
$4.12 each; 6-qt., 
$6.75 each. 10-at., 
$10.75 each, and 15-qt., 
Auto Vacuum freezers, 
each; 2 qt., $4 each; 3 qt., 
and 4 qt., $6.67 each. 
New Standard freezer, 
$1.15 each. 


take a discount of 
a discount of 
10 
freezers, 
38 eac h; 
$5.23 each; S&-qt., 
$9 each; 12-qt., 
$12.80 each. 
1 qt., $3.33 
$5.35 each, 


a. 


2-qt., 
4-qt., 


size, 


| Wire Nails Decline 10 Cents 


Per Keg 


New York jobbers announce a de- 
cline of ten cents per keg on wire nails. 
This makes the base price $3.40 per 
keg on wire nails. 


Fair Demand for Rope: 





Twine Prices Unchanged 


There is reported a fair demand for 
rope. Dealers along the waterfront are 
selling rope for sailing vessels and 
small power boats. The general trade, 
however, is not heavy in this section. 
Prices shown on rope are for the July- 
August period. Jute and twines are 
still quoted at the former price. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 


Rope, No. I Manila standard 
brands, 24c. per lb.; No. 2 Manila 
standard brands, 22c. per lb.;: No. 1 


sisal standard brands, 19c. per Ib.; 
No. 2 sisal standard brands, 18c. 
per lb. 
Twine, 3-ply wrapping twine, No. 
1, 23c. per lb.; No. 2, 21c. per Ib. 
India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 


lb.; fine light, 24c. per Ib. 


(Reading matter continued on page 56) 
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Suburban Sales Are Good on 
Oil Cook Stoves, Ete. 


Oil cook stoves, ovens, and oil burn- 
ing lamps and water heaters are sell- 
ing in the suburban sections. In towns 
adjacent to bungalow colonies there is 
a very active demand. Camp stoves op- 
erated with oil as fuel are also very 
active with the camping and auto tour- 
ing trade. Prices are unchanged. 
Stocks appear satisfactory. 

JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.0.B. NEW YORK. 


These are list prices. Dealers’ discounts are 


noted after each group. 


PERFECTION— 
nh, Be a ee. . cnkvécsensend $17.50 
No. 73 3 burners........... 2. °2°23°50 
No. 74 Pn. sss tedseeseves 28.50 
© Me i na dis 39.50 


discount, 30 and 
more; on 


Perfection dealer's 
5 per cent on lots of 10 or 
less than 10, 30 per cent. 





PURITAN (Improved Model)— 
rh, ae Be I cnccusssestooes $17.50 
A RP ee 22.50 
IO. 46 & DUVMOTB. ccccccccctvccses 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
No ee Te on cone Wee $9.50 
‘No ee re 17.35 
INO. She SBS DUPTGTS....ccccscces 22.50 
i: . Be ey nn www ep 06% 28.00 
IUO, BE BD BMGs ccc ccccccccs 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ .75 
Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
ls et ea 
N 1 burner plain door...$2.50 
No. 311G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door... 6.00 
PS act cv eaten bbKseUSs 640 o a8 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door....$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.. 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 


Dealer's discount, 30 and 5 per cent. 


Water Heaters 


— <icneatégbhheduenns se sates es $45.00 
Perfection NO. $126 ..ccccssdévces 40.00 
Pertection NO. Eakheccscccsecvecs 80.00 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 


cent in lots of 10 or more; less than 


10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. 

Perfection and Puritan, 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


each. 
$4 per doz. 


cook 


Rubber Products Advancing 
as Crude Rubber Goes Up 


At press time crude rubber had made 
an aggregate advance of 88 per cent 
over early spring prices. Finished rub- 
ber goods such as sink stoppers, tub- 
ing, mats, sheeting, etc., have been 
advancing from 10 to 15 per cent in 
the New York hardware market. Fur- 
ther advances are expected by many 
distributors. 
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Made With a Thorough Knowledge of Requirements 


Next in importance to using the most enduring material, Solid 
Brass, for Bathroom Fixtures is to construct them so that they will 
harmonize one with the other and thus add to the attractiveness of the 
modern bathroom. 


is anion WHITE FINISH INGC Bathroom Fixtures 


No. 3352 NICKEL FINISH 





are made with a thorough knowledge of requirements and in standard- 
ized patterns so that a whole bathroom can be completely equipped 
with them, ALL of the SAME DESIGN. 


Mr. Dealer, do not overlook this feature as women are very particular 
nowadays about having each home fixture harmonize perfectly with 


the others. 


Remember also that RINGCO Bathroom Fixtures may be had in 
either White Enamel or Nickel Finish. 


Send for Catalog which shows over 300 designs. 


AMERICAN RING COMPANY 





~“ vs AY rm” rm" Wa 7 Waterbury Connecticut 
3 J a IN BRANCH OFFICES: 
Se New York, 2 Hudson St. Boston, 170 Summer St. 
No. 03769 WHITE FINISH San Francisco, 116 New Montgomery St. Chicago, 29 E. Mdison St. 


No. 3769 NICKEL FINISH 


MYER 








COG GEAR GIANT LOW DOWNg. 
DOUBLE ACTING FORCE PUMP 























SA fon S Mindful of the fact that this is the peak season oi 
Fillin glanks, the year for tank pumps, and knowing that you will 
Waclen out need additional before harvest is over, we hi ave mi ide 

Boilers Irri- provision to give your orders prompt attention. 
ation and Be assured that from whatever section of the 
rainage // country your order originates shipments will be made 

PumpingWater immediately upon its receipt. And remember, when 
rom Pools, vou order and supply your customers with 
Barn Yards Myers Tank Pumps you are selling them 
ShallowWells, more than just ordinary tank pump ser- 






Cisterns and vice—you are supplying them with large 
— Wit y capacity, easy operating, long lasting 
| , a= —= pumps with numerous 
special features not to be 
found on _ other tank 
pumps. 
| You have ovr catalog—you 
have our prices and _ terms. 
Tank Pumps. Hay and Grain 
Unloading Tools, Barn and 
Garage Door Hangers, Pumps, 
Water Systems and Cylinders 
are seasonable and the demand 
's extremely heavy. Get in 
touch with us today. 


i= F E.MYERS & BROS 
ASHLAN iD, OFIIO 


ASHLAND PUM HAY TOOL woRKS 


ALBANY - HARRISBURC- eae - Bante d. ye LOUIS - KANSAS CITY- NEW YORK 
LLL SS TT 
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Dealers Placing Fill-In Orders on All 
Spring Goods Lines 


Though the heaviest trading has been done on spring lines, there 
continues an active fill-in wholesale demand for various spring items. 
Stocks are low on garden hose, and in fact general wholesale stocks 
This year’s sales on lawn mowers, rollers, 
steel goods and garden hose are said to total up in a very satisfactory 


in these items are broken. 


manner. 


JOBBERS’ QUOTATIONS TO RETAILERS F.O.B. NEW YORK 


Hedge Shears 


Disston, plain, 8 in., $1.65, and 9 
in., $1.78 per pair; 10 in., $1.90 per 
pair. 

Disston, notch, 8 in., $1.78: 9 in., 
$1.90, and 10 in., $2.02 per pair. 


Wheelbarrows 


Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow, steel tray, wood 
frame, steel wheel, $5.60 each. 

Same, with steel frame, $7.35 each. 

Dutchess garden barrow, body 
width, 19% x 15%, $5.60 each. 

Same, 21% x 19, $6.30 each. 

Same, 25 xk 24%, $7.25 each. 


Border Shears 


Without wheel, $2.95 each; with 
wheel, $3.50 each. 

Lawn shears, with two wheels, 
$3.50 each. 


Sprayers 


Galvanized, 4 gal., $4.88 each; 
brass, 4 gal., $7.50 each; bucket 
pump type, $2.75 each. Tin, % pint, 
23c. each. Tin, 1 qt., 3le. each; 
brass, 1 qt., $1.15 each; galvanized, 
1 qgt., continuous, 88c. each 


Pruning Shears 


Pexto pruning shears, 9-in. blade, 
California pattern, black finish, volute 
spring, 68c. each. 

Same, polished, $1.05 each. Same 
with ratchet nut, polished, $1.23 each. 

S. Smith No. 0 Spiral spring, 9 in., 
$4.70 doz.; No. 21 Flat spring, 9 in., 
$8 doz.; No. 30 Volute spring, 9 in., 
N. P., $14.70 per doz.; No. 130 Volute 
spring, ratchet nut, $9.70 per doz. , 
No. 140 Volute spring, 9 in., N. 
ratchet nut, $16.35 per doz.; No. 4770 
Volute spring, 6 in., N. P., ‘$12. 70 per 


doz. 
Disston’s Extra Qui ility.—No. 150, 
$24.75 per doz.; No. 250 Volute spring, 


half pol., 8% in., $21. 50 per doz.; No. 
152 Hinge spring, full , aoe. 83, in., 
$21. 50 per doz.; No. 15 Leaf spring. 
fuH pol., 8 inm., "$24 doz.: . No. 253 Leaf 
spring, half ‘pol., S in., $20.75 per 
doz. 

Disston Pruning Shears. — No. 1, 
> the 27% in., $2.25 pr.; No. 2, 
Med., 27% in., $2.17 pr.; No. 5, han- 
dles, 9 ia. pol. blades, 3% in., $1.65 


rr. 

Standard Tree Pruners.—6 ft., 
$1.30; 8-ft., $1.40; 10-ft., $1.55; 12-ft., 
$1.70 each. 

Disston’s Iextra Quality Tree 
Pruners.—6 ft., $2.80; 8-ft., $3.05; 10- 
= $3.35; 12-ft., $3.50 each. 

Little Giant Pruning Hooks and 
Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each. 

Pruning Saws.—Disston’s 3 x 16, 
99c. each; 4 x 16, $1.19 each; 5 x 16, 
$1.25 each: 7 x 16, $1.43 each; 40 x 16, 
Sle. each. 

Pruning knives, 62c. each. 


J. T. Henry Manufacturing Co. 
Pruning Shears 
No. 0 spiral spring, 


.. ccsatscenmbioiaas $4.50 per doz. 
No. 1 Henry’s genuine 

flat brass springs.... 8.25 per doz. 
No. 4665, 9-in. Califor- 

ee OD ewe snceeae 8.00 per doz. 


No. 466, 9-in. polished... 12.00 per doz. 
No. 4671, 9-in., ratchet 
M. nbtevctewtinndcee 9.10 per doz. 
No. 4770, 6-in., ladies’.. 
No. 471, heavy wide 
DEG dssvesnceweauans 14.50 per doz. 


12.00 per doz. 














Rubber Hose 


Rubber hose, ®™ in., black rib, 
molded, in 25 ft. lengths, 10c. per ft.; 
same in 50-ft. lengths, 9%c. per ft.; 
same, better grade, red, in 25-ft. 
lengths, 12c. per ft.; and in 50-ft. 
lengths, 1l%c. per ft. Electric black 
rib, in 25 ft. lengths, 16%4c.; and in 
50-ft. lengths, 15%4c. 


Hose Nozzles 


tainbow, $5.50 per doz.; Stewart, 
$1 each. 
Hose Reels 


All Metal, channel steel frame, 
cast iron wheels, 9 in. corrugated 
steel drum, enameled green and 
black, $2 each. 

All Metal, steel rod, electrically 
welded together, japanned, galva- 
nized steel drum, diameter of wheels 
21% in., handle 20 in. long, $2.25 
each. 

All Metal, tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels, enameled, 21 in., reel 
height, $3.85 each. Same, with height 
of reel 24 in., $4.45. 


Dahlia Poles 


Dahlia poles, 2 ft., 3%c. to 5\4c.; 
3 ft., 7c. to 8c. 


Sprinklers 


Ring type, $6.25 per doz.; Revolv- 
ing, with three arms, $13.80 per doz. 
Two Purpose, $1.33 each; Rainking, 
wos each; Giant Rainking, $6.67 
each. 


Poultry Netting 


Poultry netting, New York stock, 
50 per cent off list: factory stock, 
50 and 714 per cent off list. 


Grass Catchers 


Grass catchers, plain bottom, for 
mowers, 12 to 16 in., 55¢e. each. For 
16 to 20 in. mowers, 10c. each. 

With round back, made of heavy 
white canvas, with heavy galvanize d 
perforated bottom, for 12 to 16 ‘in. 
mowers, $1; for 16 to 20 in. mowers, 
1.15. 


Watering Pots 


Watering pots, galvanized, with 
removable screw head on spot, 6-at., 
64c. each; 8-qt., T77c. each; 10-qt., 
88ce. each, and 12-qt., 99c. each. 


Lawn Mowers 


Three- eee, plain bearings, §8-in. 
—_—- 12 in., $4.85; 14 in., $5.15; 16 
$5.50, and 18 in., $5.80 each. 
"thine with ball bearings. 12 in., 
$6.65; 14 in., $7; 16 in., $7.35, and 

18 in., $7.70 each. 

Four-blade, 9-in. wheel, ball bear- 
ing. 12 in., $8.25; 14 in., $8.55; 16 in., 
$8.85, and 18 in., $9.25 each. 

Same, with 10%-in. wheel, 14 in., 
$9.50: 16 in., $10; 18 in., $10.50; 20 in., 


Five-blade, 10%-in. wheel, 16 in., 
$15.35: 18 in., $16, and 20 in., $16.75 


each. 
Lawn Rollers 


Dunham waterwe ight tyne, No. 2, 
$9; No. 4, $10.65: No. 7, $15.35; No. 
5, $13. 35: No. 9, $17.35 each. 


Scythes and Snaths 


Scythes, Diamond Grit, 28 to 30-in., 
and 30 to 40-in., $1.15 each. 

tig Chief, 28 to 32-in. and 80 to 
34-in., $1.45 each. 

English scythes, 30-in. and 32-in., 
$1.68 each. 

Bush scythes, $1.25 each. 


(Reading matter continued on page 58) 








July 16, 1925 


Some Inquiries Being Placed 
on Radio Sets and Parts 


Though this is not the heavy radio 
selling season, dealers report fairly 
active sales on portable sets. Jobbers 
say they are receiving several good in- 
quiries for radio sets and necessary 
accessories. At press time the prices 
quoted were in force, and there has 
been no definite information on the 
price situation. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Radio Receivers 


Chelsea, 5-tube R. F., $35 net; 
Chelsea 6-tube, R. F., $41 net to 
dealers. 

Freshman Masterpiéce, 5-tube, list 
price, $60; dealer’s discount, 35 per 
cent. Dealer’s net price, $39. 

Grebe Synchrophase, M. > 2a oe 
tube storage battery receiver, or 
same type M. U. 2, 6-tube dry cell 
receiver, either model less accessories, 
o— * net price $100.75. List price 


$15 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price $120; dealer’s dis- 
count, 40 per cent. Sam me, 3, 4- 
tube model, list price $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume con- 
trol, $6.25 each. 

K-E, list price, $18; dealer’s dis- 
count, 35 per cent. 

Spartan, adjustable, list price $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
able loud speaker unit, Spartan 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Tools 


Socket wrench sets, with 3 sock- 
ets, 34c.; with 5 sockets, 50c. each. 

Hand drills, $1.35, $1.54 and $2 
each. 

Radio tool sets, $2.15 each. 

Radio drill sets, 72c. each. 

Radio tap and die sets, $2.10 each. 


Soldering Irons 


Copper, tinned, $1.50 per doz. 
Samson, electric, 85c. each. 
Dymac, electric, soldering kit, $1.60 
each. . ‘ 
Radio Accessories 


Tubes, U.V. 200 or U.V. 201A, list 
price, $3 each; dealer’s discount 25 
per cent. 

Gold Seal battery chargers, list 
price, $18.50 each; dealer’s discount, 
33%, per cent. 

Hydrometers, 50c. each, 

Ground clamps, copper, 6c. each. 

Window lead in strips, 10c. each. 

Lightning arresters, 23c. to 25c. 
each. 

Mica condensers, .00025 and .001, 
15c. each; .001, 18c. each; .002, 22c. 
each; .006, 36c. each. 

Porcelain insulators, 4-in. brown 
enamel, 10c. each; same knob type, 
2c. each, 

Pyrex insulators, list price 45c. 
each; dealer’s discount 33% per cent. 

Pacent plugs, 22c. each; same, 
automatic type, 52c. each. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price 65c. 
each; dealer’s discount, 40 per cent. 

Grid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 

Turnbuckles, 3-in., 6%c. each; 
4-in., 7c. each. 

Blow torches, Midget, 33c. each; 
Handy, 50c. each; Improved auto- 
matic, $1.10 each, and Spartan, $1.40 
each. 


Batteries—A, B and C 


Eveready ‘A,’ storage battery, 90 
amps., $13 each; 110 amps., $15 each. 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio “B” batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each. 

Radio ‘‘C” batteries, No. 771, 39c. 
each. 
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GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- 
ance in service—the result 
of more than thirty years of 
experience in the manufac- 
ture of hinges. 


Griffin Hinges are made in 
a wide variety of sizes and 
designs—each butt wrapped 
in moisture proof paper and 
packed one pair in a box 
with screws to match. 


Write today for our price 
list and the catalogue of the 
complete Griffin Line. 


o7 





We also manufacture 


Cellar Window Sets. Hasps 
and Safety Hasps. Door 
Handles and Door Holders, 
Brackets, Push Plates, 
Drawer Pulls, Door Stops, 
Sash and Screen Lifts, Bar- 
rel Bolts. Corner Braces, 
Corner Irons, Washers, ete. 


GRIFFIN MANUFACTURING CO. 


WARENOUSE 


45 Warren St.,New York. 


ERIE, PENNA. 


WARENMOUSE 


74. W. Lake St.,Chicago, IIL 











“Perea 
MM 


The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that 
Scre=n Cloth you have in your window so | came in out 
oh of the rain—been putting it off ’til spring.” 


LUT 
WIRE CO 


That’s something like the trend of conversation. He 
should be encouraged! Tell him something about “Per- 
fect” and “Nikolite” quality and durability. 


It won’t take long to sell him. He wasn’t quite ready to 
buy, but “Perfect” was too much of a temptation to “‘put 


off ’til tomorrow” what was just as easy to do today— 
with the assistance of “Perfect” a sale is made. 


See your Jobber. 


iNT 
| 


AAA 
Ludlow-Saylor Wire Co. 
St. Louis 


HiT 


AIT 





Missouri 


NAA 


— 
iif 
' 


HR 


ML 


PAINTED SCREE 
WIRE LOTR, 


See 


HN 
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Seasonal Hardware Continues Active 
in Cincinnati—Shipments Normal 


(Cincinnati office of HARDWARE AGE) 


EASONAL goods have been the chief factor in 
S holding the Cincinnati jobbing trade up to a 

level which is above that attained in 1924. The 
call for such products as electric fans, garden hose, 
ice cream freezers and refrigerators has been so 
great that in some instances jobbers have depleted 
Several jobbers report that they have 
sold out their entire stock of electric fans and are 
unable to secure any more of them from manufac- 


their stocks. 


turers at present. 


Wholesalers report that their total sales in every 
instance are good and are ahead of the corresponding 


period in 1924. 


Shipments by jobbers are being made at a normal 
Hot weather has stimulated the placing of 


rate. 


AUTOMOBILE ACCESSORIES. | 


—Sales continue to maintain a satis- | 


factory increase as compared with last 
year. Demand for seasonal items has 
been heavy and a liberal number of fill- 
in orders have been placed with local 
jobbers. Prices of tires have again 
advanced due to the cost of the raw 
material taking another upward turn. 
Tire manufacturers have given assur- 
ance that no further increases will be 
made unless the rubber situation 
such that they have no other alter- 
native. 


We quote from Cincinnati jobbers’ 
stocks: 

Luggage Carriers.—$1 each; 90c. in 
lots of 24. 

Seat Covers. — Ford coupe, $4.50 a 


Chevrolet coupe, 


9, $1.05 each, 95c. 


set: Ford sedan, $8; 
$5.90; coach, $9.90. 

Jacks.—Ajax, No. 
each in lots of 10: No. 10, 85c. each, 
75c. in lots of 10; No. 50, $3 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 10. 

Tires.—30 x 3 fabric, $5.75 each; 30 
x 3% fabric, $6.50 each: 30 x 3% 
cord, $9 each: 30 x 31% heavy cord, 
$11.50. 

Tubes. — Standard, $1.65; 
heavy cord, $2. 

Alcohol. —54c. gal. 50 gal. drums; 
charge of $6 for » end which money 
will be refunded upon return of the 
drum in good condition. 


AXES.—A fair number of orders for 
early fall delivery have been placed by 
retailers. Stocks on hand are adequate, 
while quotations are steady. 


We 
stocks: 


extra 


quote from Cincinnati jobbers’ 

Dreadnaught single bit base 
weight handle axe, $19.65; Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75; double bit 
base weight unhandled axe, $20. 


BASEBALL GOODS.—A fair demand 
is evidenced by the retail trade, but 
goods have not been moving as freely 
as jobbers had anticipated. Orders for 
immediate delivery are attaining a 
moderate volume, but they are usually 
small in size. No change has occurred 
in prices. 

We quote from Cincinnati jobbers’ 
stocks: 

Basebalis.—Official League, $15 per 
dozen net; Special League, $12; Offi- 
cial Practice, $7.80; Junior Official 
League, $10; New York Club, $4; 
League Junior, $2; Boys’ Practice, 
SOc. 


Reading matter continued on page 60 
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some cases. 


improve. 


Bats.—No. 40K, $21 per doz. net; 
40TS, $16.20; 40CW, $16.20; No. . 
$12; No. 16, $10.80: No. 13, $7.20; PG, 
$5.40; No. 8, a ® he 2. $3. 

Baseman’s tts.— No. 145, $3.95 
each: No. 13 Sa: No. 123, $1. 95; No. 
110, 83e. 

Catchers’ Mitts.—No. 234, $6 each; 
No. 226, $4.90; No. 210, $4.60; No. = 
$2.67: No. 186, $1.95; No. 185, $1.3 
No. 182, 84c 

Fielders’ Gloves.—No. DW. $4.3 
each: No. 72, 95c.; No. 44, $2.33; No. 
34, $2; No. 20, $1.50; No. 14, 67c. 

BOLTS AND NUTS.—Jobbers, in cer- 


concessions to stimulate business. How- 
ever, sales have maintained a steady 
pace and orders for prompt shipment 
are fairly good. The majority of job- 
bers are eager to get back onto a 
higher price level and are exerting 
pressure to bring this about. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off: semi- 
finished nuts, ,;-in. and smaller, 75 
off; larger sizes, 65 off. 

BUILDERS’ HARDWARE.—July has 
opened quietly, because of the week- 
end holiday incident to the celebration 
of the Fourth. Despite the slow start, 
jobbers expect the total volume of busi- 
ness to be the best of any month this 
year. June turned out to be satis- 
factory and sales were ahead of the 
corresponding month in 1924. The 
price of sash weights is now 2 cents a 
lb. Quotations have not been altered 
in the past two weeks. 

We quote from Cincinnati jobbers’ 


stocks: 
Hinges.—Heavy, 60, 10 and 10 off; 


light. 60, 10 and 10 off; extra heavy 
T, 60, 10, 19 and 5 off. 
Hasps.—Common hinges, 70 off: 
safety hasps, 3-in., 95c. single per 
doz.; 4%4-in., $1.25; 6-in., $1.75 
Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3, 
20c. per pair net; 4 x 4, 28c. In less 


— case lots, 3% x 3%, 22c.; 4 x 4, 

Se 

EAVES TROUGH AND CONDUCTOR 
PIPE.—The local market has been 
rather sluggish. Jobbers believe that. 
sales will be quiet for a few more 
weeks at least. No price changes have 
been made. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 

















orders for prompt delivery and, therefore, bookings 
for immediate shipment are larger than usual. 

Prices in general are steady and jobbers are not 
inclined to increase their quotations on seasonal items, 
even though manufacturers are raising their prices in 
The market is strong as far as prices 
are concerned and there is little indication of any 
weakening influence, even with the advent of mid- 
summer with its customary lull. 

Retailers state that their business is continuing to 
This is attributable in large measure to the 
torrid temperature, for the biggest call has been for 
seasonal products. 
their business is running ahead of last year for the 
corresponding period in June and July, but sales are 
still below last year’s total up to the present time. 


Several large retailers report that 


$5.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


ELECTRIC FANS.—tThe torrid weath- 
er brought forth such a tremendous 
demand that jobbers in many cases 
have sold out their entire stock and 
are unable to obtain prompt shipments 
to fill bookings for their trade. The 
volume of sales is far ahead of that 
during 1924. Jobbers here are not con- 
templating any advances in _ prices 
during the remainder of the present 
season. 

FILES.—Retailers are taking a normal 
amount of goods. There are no out- 
standing features in the market, but 
sales continue to be fairly good. 


We quote from Cincinnati jobbers’ 
stocks: Black diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 


and 5 off list. 
GALVANIZED WARE.—A steady de- 
mand is reported from the retail trade. 
Jobbers have readjusted their prices 
in the past week. Shipments have been 
good and sales this month are expected 
to total a surprisingly large volume. 

We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 
2.75 per doz.; 16-qt., $3.35 per doz.; 
galvanized tubs, No. 1, $6.40 per 
doz, 

GARDEN HOSE.—Heavy demand still 
continues for garden hose. Sales are 
considerably ahead of those during last 
year. Manufacturers have changed 
their prices, but jobbers here are not 
expected to raise their quotations this 
season. Fill-in orders are liberal in 
number. 

We quote from Cincinnati jobbers’ 
stocks: Double braided garden _ hose, 
full length, M-in., 8%4c. ft.; %-in. 

ic. ft.; %-in., 101, ¢. 30- ft. 
lengths, "ig -in.., Rige. ft.; %-in., 9%4c 
ft.; %-in., 10%c. ft. 

GLASS.—Sales have been fair. In- 
dications point to a good business dur- 
ing the rest of July. Jobbers, however, 
have been disappointed at the absence 
of sizable activity in the local market. 
Prices are steady. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
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Hatchets 


and 
Hammers 


Here’s the line especially built to fit your 
most frequent demand—serviceable quality 
at medium prices. Only Crecoite tools, made 
from our wonderful new tool metal, can give 
you the combination of high quality, low 
prices, complete customer and dealer satisfac- 








tion. 





Half Hatchet 





Nail Hammer 






Broad Hatchet 


Above are just a few of the serviceable tools 
that represent the entire Crecoite line. It also 
includes Camp Axes, Boys’ and Men's Axes. 
If your jobber can’t supply you, write today for 
further information and catalog ‘‘H.”’ 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 


Marion, Indiana, U. S. A. 





Pronounced CRE-CO-ITE 


CRECOITE 
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ALLEN 
Cold-Drawn 


HOLLOW SCREWS 





Pull Trade with 30% More Strength 





They have the “pull” with 
your set screw users—by hav- 
ing that extra strength. 


They have the pull of a Repu- 
tation—which helps yours in 
mill supply selling. 


They have the pull of industry- 
wide advertising, which saves 
you a lot of “push.”’ 


If you're fixed about right for 
an Allen Dealership, ‘you will 
take over sales from the start. 


Make the start — writing for 
catalogue. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


320 Market Street, San Francisco, Cal. 






















































































Pacific Coast Distributor: W. J. McRae, Viigk 3 
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three brackets, 89 per cent discount; oe 8, ae ye ee 39.50 ° . 
double strength A, 88 per cent dis- Perfection dealer’s discount, 30 and Chain Store Growth Analysis 
count; double strength B, 89 per cent 5 per cent on lots of 10 or more; on 
discount. less than 10, 30 per cent. for Twelve Years 
HAMMERS AND HATCHETS.—De- | puRITAN @mproved Model) 
mand is holding up to normal. Several | No. 43 2 burners a er $17.50 The tremendous scope of chain store 
good shipments have been made to vari- | NO: 47 4 burners 2222022022007. 28.50 | activity can be seen from the figures 
ous points in this territory by jobbers. | Puritan discounts same as Perfec- on their growth in sales volume over 
Quotations are firm. | tion. the last twelve years. According to the 
We quote from Cincinnati jobbers’ | Ovens Federal Reserve Board, sales by seven 
. han « . ste Y 9» . 
eee - $10.60 $11.20 | NESCO— of the leading systems for the first two 
A SD» p » ’ . dey | . , » 
Boy Scout, $11 doz. ie Be ey months of the year were 15.3 per cent 
s ° ” e -7iass esccce Gebe ° 4 
HAMMOCKS.—The volume of busi- No. 010 1 burner solid door..... 4.15 greater than during the correspending 
ness has fallen below that in 1924, even No. 10 1 burner glass door..... 4.40 | months of 1924. 
though the present season has been No. 20 2 burners glass door.... 540 These 1925 records are merely an- 
unusually favorable for good sales. No. 030 2 burners solid door.... 5.40 other advance forward in the unbroken 
Orders are still coming in sporadically. No. 30 3 burners giass door... - 5.10 progress shown by retail chain store 
No price changes have occurred. ais . systems over the aso" —— a 
We quote from Cincinnati jobbers’ PERFECTION— : Each year has witnessed an advance in 
stocks: Cotton hammocks, Standard No. 211 1 burner plain door. 2.50 sales volume regardless of the direction 
makes, $15 to $54. No. 211G 1 burner glass door..... 2.70 in which business in general has gone. 
. No. 12 iG 1 burner glass door..... 4 90 Sai - th 
HAY FORKS.—Calls from retailers No. 122G 2 burners glass door. 6.00 ; The growth of cities since the war 
are just beginning to come in at a SET acl une taancdiecads+eexes .. 6.15 is estimated to be at the rate of 2 per 
heavier rate. Pre-season orders by coaeer © Ciscownt, om 10 or mare, 30 cent annually, while the average an- 
: : and 5 per cent; ‘less than 10, 30 per d 
retailers have been encouraging. Rural cent. nual growth of production and trade is 
dealers state that their customers are pumevrane about 3%4 per cent. Retail trade is 
already beginning to inquire about hay : y said to grow at an annual rate of 
; No. 42G 2 burners glass door....$5.25 
forks. Prices have not changed. Dealer’s discount, 10 or more, 30 about 3 per cent. Contrasted against 
We quote from Cincinnati jobbers’ and 5 per cent; less than 10, 30 per this, the annual average growth in 
stocks: cent. chain store sales since 1913 is esti- 
Hay Forks.— Best grade, 6-ft., Water Heaters mated to be over 12 per cent. Eleven 
$13.50; second grade, 6-ft., $12.25 Nesco $45.00 
doz. oan Ady ee! |" ll allele dallas chains in 1924 did a total business of 
A at = ee ibatsaseuudse ayo $549,599,109 
, — Speen Be GE sbecesceecess : ° 
ie CREAM FREEZERS.—Sales have Nesco discount, 30 and 5 per cent; 
een running far ahead of last year Perfection discount, 30 and 5 per cent 
and calls from the retail trade have in lots of 10 or more; less than 10, 30 P. F N Vi 
been so numerous that jobbers have per cent. Wicks. Et J. . ogarty OW 1ce- 
had low stocks at various times. Fill- - 0 ; —_— Westfield Mfc. Co 
; +7 : tockweave wicks, 25c. each. ” ° ° 
in orders are active. Prices are firm. Perfection and Puritan, $4 per doz. . v 
We quote from Cincinnati jobbers’ and $48 per gross. 
stocks Discounts same as on oil cook John P. Fogarty, secretary and gen- 
~ hite. Pe I, ow ~— 2- stoves, ovens and heaters. eral manager, Westfield Mfg. Co., West- 
qt. 9.69 lis q 75 list; -qt., 
$8.25 list: 6-qt., $10.45 list; 8-at., PAINT.—Business has been below | field, Mass., bicycles, has been made 
a ee ays cat” oat ae _— _— normal with several jobbing houses. vice-president. N. R. Clark, Mr. Fog- 
ai. St. o- ° «eo. , oVv-adt. ° ° - 
$33.20 list: 25-at.. $42.60 list: Arctic. Others have experienced only a fair | arty’s assistant, has been made secre 
l-qt., $4 list; 2-qt., $4.60 list; 3-aqt., demand. Hot weather has interfered | tary and E. D. Harden, sales manager, 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 with trade to a marked extent. Quo- assistant secretary. 
list; 8-qt., $11. 10 list. All the above . . : 
less 50 per cent discount. tations on linseed oil have been fluc- 


tuating considerably. Turpentine is up 


a few cents as compared with two 
weeks ago. Valguth Metal Parts Moves 


MOPS.—Increasing sales are reported 
by local jobbers. Orders are confined 
to small quantities, but are numerous. 





; We quote from Cincinnati jobbers’ Q 
Prices are steady. stocks: Ready mixed house paints, Into Much Larger uarters 
~e quote from Cincinnati jobbers’ $2.75 per gal.; ; eg oil, single - iP Mil 
stocks: O’Cedar line with handles, barrels, 98c. per gal.; turpentine in alruth eta arts ilwau- 
No. 3, $14: No. 4, $10; No. 5, $10: 2-barrel lots, $1.02 per gal.; white The Valg Fig 
No. 10, $14 and red lead in 500-lb. kegs, 15%c kee, Wis., has recently moved into a 
| SS ' vaio lant et 420 Fourth Avenue The 
NAILS.—Several jobbers are engaging ee eer, ow io ah 
move enables this company to obtain 


in a price war that is keeping nails | SAWS.—Sales have been averaging a 
down to $2.95 per keg. Cement coated | fair volume. Interest demonstratéd by 
nails have fallen to $2.40 per keg. | retailers is stimulating increased sales 
There is no indication of a truce in the | activities. 

price battle in the near future. De- We quote from Cincinnati jobbers’ . 
mand from the retail trade has been stocks: o—~g ™ ee Rar $99.60: Radio Dealer Enters Retail 


$24.40; 22-in., 





double the floor space with ample room 
for additional equipment. 








fairly active. Atkins Junior Mechanic, 20-in., $19. Hard Field 
We quote from Cincinnati jobbers’ . . . : ] 

seuen emstagin wire ame Th ia $2.95 ROPE.—Retail trade is taking a nor- aradware © 

ver keg; cement coate ils 2. 3 i . ; 

od ae eme oated nails, $2.40 mal ge tn the slg —_ H. H. Marsh, Needham, Mass., who 

juote sine ) ‘ : : 

OIL STOVES, OVENS AND WATER stocks: Best grade Manila rope, Ocean for some time has been conducting a 
HEATERS.—Good shipments have been brand, 25%4c. per Ib.; Plymouth radio business, is to add a small line 

- . “ . . bhrond, 264%4c. per lb.; sisal rope, 15c. of hardware, and will operate under 


made by jobbers in the past week. The per Ib. the firm name of H. H. Marsh, Inc. 


volume of business being booked locally x 
is encouraging. Prices are unchanged. ar pa bog | tna la 























These are Tist prices. Dealers’ discounts oi : : 
a , anticipated shortly. Prices remain the ; 
are noted after each group. enn Display Stands for Economy 
Oil Cook Stoves Ww quote from Cincinnati jobbers’ 
NESCO— 'e ote fro I 8) 
ge , noche: Plumber 
6m +h 1 ae D ste wéselees canes ae Roofing Paper.— Light standard, 
No. 213 3 — | 23°00 stantard, $145. light Holdfasi S130, Economy Plumber Drain Pipe 
be . ° . o - ; »ees8 @ .-* “a Wy OG ww we gg a { é . + ) as 3 7 - = 
_ oat 4 oe cote es eeeees . yd medium Holdfast, $1.55: heavy Hold- Cleaner manufactured by the Economy 
No. 1102 high shelf only ..1...). "5.25 fast, $1.80; , red and green slate | Plumber Co., 398 Broadway, New York, 
No. 1103 high shelf only ........ 6.50 cy, eee N. Y., is now ready for dealers in its 
No. 1104 high shelf only ........ 8.00 in barrel lots, 24c. per gal.; in half new and attractive display stand con- 
No. 1195 high shelf only ........ 9.75 | barrel lots, 27c. per gal.; coal tar t 
Nesco dealer's discount, 30 and 5 | erude, in barrel lots, 25c. per gal.: acner. i h ] d tells th 
per cent, in half barrel lots, 28c. per gal. It is in three co ors. an : eus e 
———- | Roofing Cement.—In 1-lb. cans, 32 story at a glance. It is said to hold 
Bee ar eee —_ to the A eres _ per *" “ty in a the can firmly in place, to take but 
No. 72 2 burners .............+-- 7.5 | cans, 9) e case c in 5-lb. 
No. 73 3 burners ................ 22.50 | cams, 12 to the case, 1lic.; in 10 Ib. little room on the counter and to have 
No. 74 4 burners ................ 28.50 | cans, 10c.; in 25-lb. cans, 9c. attention getting value. 





Reading matter continued on page 62 
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THIS GOOSE 


is not 


Spoiled by Wet Weather 


Neither is Clinton Poultry 
Netting. It is made for long, 
satisfying. wear ‘under all cli- 
matic conditions. It lasts if it’s 
Wickwire Spencer Galvanized 
Atter. Samples and complete 
information upon request. 





American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Co., Inc. 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia Cleveland Detroit 


San Francisco Los Angeles Seattle 




















CORBIN 


SCREW 





PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—jJack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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Store Appears Twice lts Size 


(Continued from page 39) 


As you will see from the pictures, this makes a 
fine display and can be changed from time to 
time. Phonographs, pianos and radio are carried 
and shown just back of the main cross aisle and 
separated from the stove department by a spe- 
cially built display table and railing. 

All the fixtures and woodwork in the furniture- 
household room is finished in ivory, while the 
hardware side is golden oak. All finish on the 
balcony is in ivory enamel also. The walls and 
ceiling are tinted in light cream and buff, and 
the cement floors are painted a light gray. This 
color scheme admirably lends itself to the attrac- 
tive display of furniture. 

To the uninformed it seems rather surprising 
that such a large and well stocked store should 
be required for a city of 6000 people. However, 


j x 
Rail. 


These show cases and wall display sections are well arranged. 


founders of the company and now in charge of 
all the buying. With the exception that the El 
Centro store has a complete basement, in the 
front end of which is located the household de- 
partment, and also a complete second floor in 
addition to the balcony floor, which is also used 
for furniture, the new Brawley store is almost a 
duplication of the El Centro store, which Mr. 
Meyer designed and completed four years ago. 
Many improvements have been incorporated in 
the new store which will later be utilized at El 


Centro. 
Will Remodel Calexico Store 


Mr. Meyer is working on plans now for a com- 
plete remodeling of the large store at Calexico 
and it is expected that this work will be done 
during the coming summer. When this work is 








The cutlery in the first case to the right is displayed on slanting 


panels, which brings the merchandise up to a convenient vision level 


when one understands that Brawley is the trad- 
ing center of a very large and exceedingly pro- 
ductive section of the famous Imperial Valley 
it is apparent that a wide variety of merchan- 
dise must be constantly in stock. Few people 
realize that Imperial Valley ships to the large 
American markets one carload of farm products 
for each inhabitant of the valley. Such intensive 
cultivation and production requires a modern 
store which would fulfill the needs of a city of 
50,000 people. 

The plans were all worked out carefully in ad- 
vance by Howard P. Meyer, one of the original 





completed, the Imperial Valley Hardware Co. will 
have three of the finest departmentized hardware 
stores in the country. 

The company operates a wholesale hardware 
business at El Centro, Cal., and a chain of retail 
hardware stores located at El Centro, Calexico, 
Brawley, Holtville, Imperial, Seeley and Cali- 
patria in California, and at Yuma in Arizona. 

The officers of the Brawley store are: Warren 
Currier, manager, and also vice-president of the 
company; Earl McReynolds, cashier; Lloyd Bax- 
ter, manager household department, and Frank 
Reynolds, manager furniture department. 
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KESTER Acid CoreSOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘ ‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
er pound. Packed on 1, 5 and 10 pound spools, 
Sp ecial gauges also available. 


N effective salesmaker for increasing 
your customers’ purchases— 


Hilo Rack Assortment 


An assortment of Hilo Varnishes and 
Enamels, carefully chosen to assure quick 
turn-over of a moderate investment, at an 
attractive profit. 


You get a varnish and enamel line that will 


Kester Stud Mender meet your customers’ general needs. 


The Household Solder Goods are impressively displayed in conven- 


Here is the small package of Acid Core Solder. So sim- ; . : 
ple pa ree pcg ten it. Ten cans about 1/4 poun ient space, easily seen from both sides, 


each are packed per carton. Ten cartons (100 cans practically sell themselves. 
to the case lot. 





Cost complete $245. Assortment lists 
$415.95. A worthwhile profit—you'll agree. 


You will be interested in this Hilo Sales 
Accelerator. Ask us to tell you more about it. 





HILO VARNISH CORPORATION 





SS 
wgsTiR Wine, SOLDER | meat (Moller & Schumann Co.) 
iicaaiiae : BROOKLYN, N. Y. 
Chicago Boston 
Kester Rosin Core Solder Pittsburgh Philadelph‘a 


For very delicate onprtonl and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1,5 and 10 pound s Pau and 18 
inch sticks in 5 pound boxes. ern gauges also 
available. 











Sones Radio Solder 
(Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


GENUINE SOLDER | 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U.S.A. 
©—————--® 














Originators and world’s largest 
manufacturers of Self Fluxing Solder 





Your Jobber Can Supply You 
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Fortify 
Yourself with 
Facts 


A salesman sells best the merchandise 
about which he knows most. A good 
salesman knows his stock in detail— 
knows the quality, the advantages of 
design, and the utility of each article. 
He not only hands out what is asked 
for, but is able to do a real selling 
job at every opportunity. 


Not more than one-quarter of a good 
salesman’s sales are of goods that are 
asked for specifically by the cus- 
tomer. If three-quarters of your 
sales are not of your own making, 
great opportunity for development 
still lies ahead of you. 

Start now and lay in a stock of sales 
ammunition in the form of definite 
information about the articles you 
sell. 

The advertisers in every issue of 
HARDWARE AGE are trying to help 
you with this very information. 

In this issue note especially the fol- 
lowing helps: 


Sales Points on Pruning Shears 
Page 4 
Features That Sell Heaters...Page 8 


A Tip for Selling Better Grade 
Builders’ Hardware ....... Page 20 


The Importance of Design in Sell- 
ing Sets of Bathroom Fixtures 





Page 55 
What Do You Know About Refriger- 
ator Insulation? ......... Page 67 
Know the Construction of Spring 
Pivot Bilmmes .......0000% Page 68 
Sales Helps for Selling Freezers 
Page 70 
Some Blow Torch Selling Points 
Page 76 
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Ihe Morals 
of Tomorrow 


HERE are the morals of tomorrow to come from 
—our ideals—our standards of honesty and char- 
acter and conduct? 

From the pulpit and platform? From the class-room? 
From the halls of parliament? From the voice of genius? 

Yes. Much of it will. But there is another source—a 
constant, never-ending source, and its name is Industry. 

Where is there any other relationship between men 
which calls for more character, more faithful perform- 
ance . . . than in this world of industry? 

Where is there a greater opportunity to mold charac- 
ter, to establish standard by practice, by example, by 
leadership, than in the fibers of Industry? 

Every living minute bears witness of this great truth. 
Consider: 

A company makes a product. It employs a thousand 
men. Possibly five thousand human beings look to it for 
their shelter, their food, their education—their opportuni- 
ties for life. 

Are promises kept? Is there faithful performance? Is 
there real and genuine service? Are there sixteen ounces 
to the pound? Are there a hundred cents to the dollar? 
Is there everything that the customer is entitled to 
whether he knows it or not? 

If there is, then every human being who has come in 
contact with these things takes away with him, whether 
he realizes it or not, these living practices and they be- 
come the morals of tomorrow. 

He not only takes them to himself, they not only be- 
come a fixed part of his life—but they go home with him 
and they bear fruit in the lives and thoughts and hopes 
of every human being who is touched by them. 

A company builds a product. It fixes a price. It sells 
to a man in New York and it sells to a man in California. 
Three thousand miles separate them. They have never 
met—never discussed, and yet each knows that the price 
is the same for each of them. 

An inquiry comes. By telephone. A promise is made. 
It is accepted. It is kept. And dozens of human beings 
who are part of it who have never seen each other, who 
may never see each other, extend an invisible hand which 
says: “This is my promise. I have made it and I will 
keep it.”, And the reply is: “This is my promise. I, too, 
have made it. I, too, will keep it.” 

And yet there are fools who think business is making 
money—who think it is greed and avarice and selfishness 
—and cunning—and sharp practices. 

And that is the great responsibility of tadustey. The 
morals it is building. The standards and practices it is 
establishing. 

The man who takes a cash discount a day after he has 
lost his right to it, may think he is getting by with some- 
thing, but he forgets that what he is doing is saying to 
all the men and women who work with him: 

“This is all right. You see we got by.” And he is 
smashing those morals for tomorrow. 

The man who has one price for A and another for B 
may think it is good business, but what he is doing is 
crushing the foundations of these morals for tomorrow. 

On the other hand, we pay a bill promptly. It seems a 
small matter. But it is our solemn pronouncement to the 
world that the promise has been kept, that it must be 
kept. And so men go on and they build and they rear 
and they plan with faith in their hearts that the promise 
will be kept. 

These are the life-springs of character. These are the 
standards—these are the morals of tomorrow.—The 


Shaft. 
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‘“‘Nothing Over Ten Cents” 


(Continued from page 25) 





that such windows sell goods and bring many 
more people in the store. When anyone com- 
ments about the handling of these inexpensive 
items Mr. Denecke says “Certainly we handle 
more than 100 10-cent items, and a great many 
more at 5 cents and 15 cents, but we would not 
insult your intelligence selling you cooking 
utensils or tools at that price. Wecan get them 
if you insist, but we would rather have you 
make each purchase an investment by buying 
higher grade equipment.” 

Such a sales talk is fair and to the point. 
People appear to appreciate the spirit of the 
proposition and are certainly availing them- 
selves of the James & Hawkins small goods 
tables which have been described previously. 





Bruscke Builds Mailing List 


(Continued from page 29) 





ous new articles that can be traced to this dis- 
tribution of the printed matter furnished by the 
manufacturers. 

In addition to this mail advertising, Bruscke 
gives away each year 1200 to 1500 fans, gen- 
erously supplying them at various church socials 
as well as seeing that every woman visiting his 
store receives one. Yardsticks are also given to 
each woman customer and calendars are mailed 
to each name on his mailing list. Last year these 
novelties, together with the postage used in send- 
ing out his circulars, amounted to only $265, or 
less than half of one per cent of his sales. 

Of course, advertising alone could not build up 
Bruscke’s volume of business unless he had the 
store and the merchandise to back it up. Re- 
cently he completely remodeled his store, install- 
ing display doors and getting his kitchenware 
down on tables. He is convinced that this move 
has increased his sales as a whole at least 50 per 
cent, and he states that by getting his tools out 
where his farmer customers can see them he has 
developed nearly eight times the business in that 
particular line. Last year he turned his stock 
approximately four times and this year’s sales are 
so far running away ahead. 
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COMING CONVENTIONS 








AMERICAN HARDWARE MANUFACTURERS ASSOCIA- 


TION CONVENTION, Atlantic City, Oct. 21, 22, 23, 1925. 
Headquarters, Marlborough- Blenheim. F. D. Mitchell, secretary- 


treasurer, 1819 Broadway, New York City. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Atlantic City, Oct. 19, 20, 21, 22, 23, 1925. Headquarters, Hotel 
Ambassador. T. James Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, INC., CONVENTION AND EXHIBI- 
TION, Commercial Museum, Philadelphia, Pa., Feb. 15, 16, 17, 

19, 1926. Sharon E. Jones, secretary, 604 Wesley Building, 


18, 
Philadelphia. 





OUR LITTLE GIANT 


SERVICEABLE! 
INDISPENSABLE! 
INDESTRUCTIBLE! 
ECONOMICAL! 








BALTZLY STEEL TRUCK 





Here is a convenient nose truck of light weight and 
great strength, constructed of high grade _ steel 
throughout. The platform may be lowered to within 
4” of the floor for loading. By tilting the sharp ends 
of the truck forward, practically any shape box or 
heavy article can easily be loaded. Reasonably 
priced. 








The Baltzly Truck is adaptable to many tasks. In 
the store, factory or any place where a comparatively 
inexpensive truck is used, the Baltzly is in demand. 
Light in weight, yet built to carry heavy loads, 800 
lbs. is a moderate load for this truck. Material can 
be moved from one place to another with a minimum 
amount of effort by this combination. Weight of 
truck is 50 Ibs. 


No. 0 GEM MOP STICK 


The No. 0 Gem Mop is the latest 
in steel head mop sticks for home 
use. All the metal parts are 
made of steel and heavily cop- 
pered. Light in weight for the 
convenience of the housewife, 
but of such strong construction 
that it will stand up under the 
hardest use. The full sized pol- 
ished hardwood handle is 48” 
long. THIS IS THE TIME TO 
STOCK FOR YOUR FALL RE- 
QUIREMENTS. 
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Ask for free catalog showing complete line of ARCADE 
Hardware and Toys 


ARCADE 


HARDWRRE 
and TO*'YS 


ARCADE MANUFACTURING CO., Freeport, Ill. 
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Thermic Jug, a Convenient 
Accessory 


The Royal Mfg. Co., Toledo, Ohio, 
has just placed the No. 22 thermic jug 
on the market. 

It is constructed with a 3% inch 
opening; bristolware filler, which is 





guaranteed against breakage and re- 
by the consumer; 


placeable an un- 


Se 





breakable stopper of polished alumi- 
num and an extra heavy drinking cup 
or dish of attractive design. It makes 
a most convenient article for touring 
or in the home for, as its label indicates, 
it may contain cool drinks on hot days 
or warm drinks on cold days. The case 


\* 


| cago, Il. 





is made of heavy gage steel; the ship- 
ping weight is 11 Ibs. 





Novel Device for Fastening 
Measuring Tape 

A “as the and novel device, known 

f 


as the K & E End-Fastener for 
facilitating the handling of a¥/| 
measuring tape by an individual, is— 
being placed on the market by Keuffel 
& Esser Co., Hoboken, N. J 
This improvement consists 
sturdy littl hook and pin, 


SS 


of a. 
swivel | 
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said to cover a real need in the hack 


saw field. 

It is designed for use on all kinds 
of soft material of peculiar shapes 
and sizes, thin auto body steel, thin 
sheet metal, galvanized iron sheets, 
conduit, B. 
walled soft material. 


It is claimed that it is practically | 
revealing three garage views illustrat- 


impossible to break a tooth out of a 
blade or to break the blade in use. It 
is said that it may be twisted and bent 
nearly double, but its flexibility will 
return it to 
harmed. 

The blades are made % in. wide and 
0.025 thick. The 8, 10 and 12 


inch respectively. 





The Han-d Hammer Has 
Unique Feature 


ingenious device, consisting of 
a hammer of convenient size for 
all practical purposes, with three 
screw drivers contained in the handle, 
is being manufactured by E. Edelmann 
& Company, 2332 Logan Blvd., Chi- 
All are said to be made ot 


the highest grade of tool steel. The 


serew drivers are intended to cover a 
wide range of work and, on account 
of the compact form of carrying, will 
be found convenient and useful around 
The entire outfit 


an automobile. is 








furnished in polished nickel. The 
hammer is 7% in. in length, and alone 
weighs ten oz. The screw drivers 
measure respectively 5% in., 2% in., 
and 1% in. 


oe 


General Cleaning Compound 
Dissolves Dirt ' 


CLEANING compound called Sure 
Shine is being marketed by the 
“i Safety Globe & Mfg. Company, 
Columbus, Ohio. 

It is said to be a scientifically pre- 
pared velvet cream that contains no 
strong chemicals but literally takes 


_ away the dirt without injuring the sur- 


mounted, on the end of the ring. Its 
operation is simple, as the end fastener 
is a part of the end ring to which it is 
securely attached and it is easily swung 
out of the way into easy formation 
with the end of the ring when not in 
use. The pin may be pressed into 
yielding material or hooked over an 
edge to afford a holding as the user 
moves along. In this way the need is 
eliminated of the second person secur- 
ing the end against slipping or sliding. 





New Victor Special 


NEW blade, known as the Victor 
Special, has just been placed on 
the market by the Victor Saw 





Works, Inc., Middletown, N. Y., and is 


eee eee 


face. 


| 


X. cable, and other thin | 
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Snappy Display Carton for 
R-W Door Dogs 


ICHARDS-WILCOX MFG. CO., 

Aurora, Ill., are putting up their 

No. 99 door dogs in attractive 
three-color counter display cartons. 

The cover of the carton bolds back 


ing in two the simple management of 


} 


its original shape un- 


in. | 
lengths have 14, 18 and 24 teeth per 


























It is claimed to neither harden nor | 


injure the hands and that little rub- | 


bing is required. 

One laboratory and practical home 
test of approximately four months 
showed “the contents harmless to the 
types of surfaces on which it might 
be used.” 

It is intended for painted, enamel 
or polished surface for cleaning metal 
ceilings or walls, rugs, carpets, marble, 
tile, linoleum, oil finished window 
shades, tapestry and upholstered fur- 
niture whether in automobile, railway 
coach, launch or steamships and for 
cotton or woolen goods. 

It is said to go down into the cracks 
and crevices and roll out the dirt. 

It is put up in two sizes—quarts 
and gallons. 





doors by the use of the “dogs” and in 
the third the injury to the mud guard 





as the automobile is entering the 
garage and the door unexpectedly 
closes into it. These suggestions are 
said to act as a silent salesman and to 
greatly aid in adding to sales and prof- 
its. Door dogs are for use on all 
Swinging doors and are said to hold on 
concrete, wood, gravel or any kind of 
road. 


Mother’s Specially-Designed 
Travelling Bag 


A new and convenient bag for the 
mother traveling with her baby has 
recently been put on the market by 
E. I. DuPont de Nemours & Co., Wil- 
mington, Del. It is made of leather 
substitute and lined with rubberized 
cloth, the combination making it wash- 
able both inside and out. Inside is a 





pocket for clean clothes, and a device 
for holding bottles upright. A large 
rubberized pocket for soiled clothes is 
attached to the outside by snap 
fasteners, which can be detached at 
will, and washed. A _ separate flap, 
fastening entirely over the top of the 
bag, protects the contents in stormy 
weather. The handle is so placed that 
the bag can be carried without in- 
convenience. 
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by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


KHATTTUIT TT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITFT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





Sell Efficient Refrigeration! 








A full size section of BALSAM-WOOL showing the half-inch mat 
of fluffy wood fibres which contain the countless hundreds of mi- 
nute still air cells. It is these cells resisting the passage of heat which 
make BALSAM-WOOL such an efficient insulator. Exhaustive 
tests show BALSAM-WOOL to be the highest development of the 
insulation principle in a practical form. 


A Refrigerator 
Without Insulation Is 
Merely an Ice-Box 


HE properly insulated refrigerator pre- 

serves food satisfactorily and doesn’t 
consume much ice. It’s just the opposite 
with a poorly insulated box. 


It costs a little more to buy an insulated 
refrigerator but it costs a lot less to operate 
it. Insulation pays for itself and then pays 
dividends because of lessened ice bills. 


Refrigerator manufacturers are placing 
more and more stress on insulation. They 
are eager to deliver higher refrigeration 
values. You see evidence of this in the in- 
creasing number of makers who are adopt- 
ing BALSAM-WO6@L as standard insulation. 

When you sell a BALSAM-WOOL insu- 
lated refrigerator you are selling high re- 
frigeration value. You make a satisfied 
customer every time. That’s good business. 


Wood Conversion Company 
CLOQUET, MINNESOTA 
Chicago Office: 310 S. Michigan Avenue 


Manufacturers and Distributors 


Weyerhaeuser Forest Products 


Makers of BALSAM-WOOL Refrigerator Car Insu- 
lation; BALSAM-WOOL Insulation for Domestic 
Refrigerators; and BALSAM-WOOL Insulation for 
Passenger, Mail and Street Cars. Also makers of 
BALSAM-WOOL Standard Building Insulation. 
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‘The Picture That Is Turned Toward The Wall” 


doesn’t speak well for the picture. In art 
stores where fine paintings by old masters are 
for sale, they are “Turned” so that people 
will SEE them. 









Coes Wrenches are the work of “Old Mas- 
ters.” ‘The Coes is the original screw wrench, 
since 1841, and while others have tried to im- 
itate it, the Genuine Coes still holds its own 
because of its established value. 









Give the Coes the DISPLAY it deserves. 









Your 
‘ite CQES WRENCH COMPANY 
Supply You “In Business Since 184]” 6” nyt od 






WORCESTER MASS. 








Selling Agents 


JOHN H. GRAHAM & CO., 113 Chambers St., New York J. C. McCARTY & CO., 29 Murray St., New York 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 

















~( CHICAGO) 
SPRING HINGES 
The “A andl 
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CTASTAR 


Hack 
YY Saws 
Our New Special Flexible Blade 


Practically unbreakable, both as to blade and teeth 




















q 
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[ype 3001 






We offer this blade for your approval, 
to be used where tough stock and awk- 
ward angles for cutting result in great 
breakage. 





Ball-Bearing—Adjustable Tension 






The construction of the “AJAX” Spring Pivot Hinge 
is very substantial. The floor plate is heavy and covered 
with a steel finishing plate. 


Other important features of the “AJAX” are ball- 
bearings located at the top of the hinge away from 
moisture and dirt, hardened steel roller-bearings to fa- 
cilitate the operation of the piston and a practical and 
efficient alignment device controlled by a single screw 
conveniently located and easily accessible. 








“MAKERS SINCE 1883” 


Clemson Bros., Ince. 
Middletown, N. V, 


We have something to Tell You About Hack Saw 
Blades—Write for Booklet 








Chicago Spring Hinge Compan. 
CHICAGO NEW YORK 
U.S. A. 
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“OHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF = GUARANTEED 
sEMI-STEEL AGA 
oe _ BREAKAGE 


a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 




















BURNLEY 


The Soldering 
Paste that has 
satished cus- 
tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 








Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick buyer when inserted in Hardware Age. 


Address: Hardware Age, 239 West 39th St., 
New York City, ‘‘Classified Opportunities 
Section’’ 














Interior view of Frank Novotny'’s new store, 
Crawford Avenue near 22nd Street, 
Chicago, Illinois 


Keeping the Hardware Business in the 
Hardware Store 


Who sells hardware? This question 1s 
troubling hardware dealers who are 
seriously considering the inroads made 
by department stores, mail order 
houses, drug and general stores, can- 
vassers, and the like. 


What is the remedy? Countless plans 
and thought have been suggested by 
many retailers themselves, and oddly 
enough almost ail are in accord with 
one idea of better store fixtures, more 
attractive displays of merchandise, 
better store arrangement, etc. 


The Warren organization was pioneer 
in advocating these very things through 
correct store arrangement and War- 
ren Sectional Hardware fixtures. 


And the value of Warren. Fixtures and 
the Warren system of store keeping 
and display is an effective means for 
overcoming competition and keeping 
the hardware business in the hardware 
store. It is demonstrated daily in hun- 
dreds of stores. 


Warren service is on a par with War- 
ren Fixtures. If contemplating 
changes in your store, our catalog will 
be sent upon request. 


There Is No Substitute for Warren Fixtures 


J. D. Warren Mfg. Company 
159 No. State Street Chicago, Illinois 














70 HARDWARE AGE 











Copper ana Bronze 


FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CO. 


ROME N. Y. 








DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


O=—— 


4” Diam. with Eye 7%” Inside 
Ye" led sé 66 74 ” 66 


” «6 sé 6 ZB 
V4 sé e¢ ee¢ 1% 
“had | ly” 





Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 








Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and efh- 
ciency in operation. | 


oon meal ise 


All genuine Armstrong stocks and dies 
bear this trade-mark: 





Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 
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WOMEN 
WANT °EM 





profits. 


with either style to satisfy t 


to include sales h 
to ust THEY ARE F 








Better Stock ’em 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 


They sell on a reputation established by more than thirty years 
of high class service and they stay sold. This means permanent 


The Blizzard is simpler in construction and a trifie cheaper, but 
sells as well as either the Lightning oF Gem and should be ordered 
emand. 

Hadn’t you better get im touch with your jobber at once. Be sure 
elps in your order, or write for these direct 
REE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 


YOU CAN 
SELL °EM 
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Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros.,*"">,, 


Selling Agents 
Wiebusch & Hilger, Ltd. 
New York 
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No. 1111—6 inches Wide Heel Cut Back 















Standard Hardware or 


Cellar Window Cloth 


Is smoothly and evenly woven of good 
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quality wire and heavily coated with 


& 
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pure zinc after weaving. You can sell 


UPERIO 





Galvanized Hardware Cloth 
with perfect confidence that 
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it will satisfy customers in 
every way. 


Friction Stay 


When applied to Doors, Hinged Windows swinging in, or 
Transoms, holds them in any desired position, and when they 
are closed absolutely prevents rattling. 


Put up in even 100 ft. rolls 
in widths 24” to 48” inclusive. 


It is designed on the pringiple of a multiple disc clutch, and 
has six friction surfaces one inch in diameter, with the fric- 
tion adjustable to meet varied conditions, 


“Woven Cloth Is Our Pride 
Service Makes You Satisfied.” 


Circular upon request. 








THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 

















A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Stgre Fixtures will 
be mailed free upon request to any Hardware Dealer. 
Every one of the scores of beautiful pictures and every line 














of the reading matter is designed to increase sales in 
Hardware Stores. 

Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made clear. Always the 
Dealer writes, ‘‘You have increased my sales.’’ 

The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. 
It need bother you no longer. Ask for your copy of 
Reference Book No. 27-A. 


W. C. HELLER & CO. 


Main Office and Factory: 
700 Wabash Ave., Montpelier, Ohio 
Eastern Display Room: 
20 Vesey St., New York City 


Coupon 


W. C. Heller & Co. 
Montpelier, Ohio 


Please send without 
and without obligation on my 
part the reference book on 
Hardware Store Fixtures ad- 
vertised in Hardware Age 
Magazine. 
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TREMONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are out from high carbon steel that 
by actual laboratory test contains an 
aoe, anes percentage of im- 
purities. is metal is rust resisting 
to a remarkable degree and will not 
pene. crack or twist while being 
ven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that assures a 









strong, permanent grip. ey are reé- 
markable for their strength af head, 
an important feature in the con- 








superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 
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} 
Wood Screws, Machine Screws, . 
Cap Screws, Set Screws, Stove} fF / 
Bolts, Sink Bolts, Hanger Bolts, | y 
Nuts, Rivets, Burrs, Specialties 
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RUE economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 














REED & PRINCE MFG.CO. 
WORCESTER, MASS,U.S.A. 


WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 
tne rattan or te tee te ena nee atm 
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Insures CS - ~ Easy 
Correct tg t to 
Grades Va . x 
















Thousands 


of Farmers, Builders and Landscape Gar- 
deners every year buy this practical 


Farm Tool 


(Not a Complicated Engineering Instrument) 







It's just what they need for draining, terracing, 
marking out building sites, ete. \t its moderate 
it sells without effort. 







price, 






profitable field’ 


and window display. 


KEUFFEL & ESSER CO. 
BEW YORK, 127 Futon Street, General Office and Factories, HOBOKEN, WN. 3.) 


CHICAGO ST. LOvIS a FRANCISCO ae 
* @B-20 $. Dearborn St. = B17 Locust St. 0-34 Second St. Notre Dame St. 


Drawing Materials, Mathematical and cai instruments, aanee Tapes 


IN) 1h) eee 


LEVEL 





Are you neaglectina this 
Send tor literature 














‘Built tf Quality” 
see etice ramets sneer anions eee 


KITCHEN TOOLS 


‘SNO-CHIP’”’ WHITE ENAMELED HANDLES 


NEITHER 
PEEL, 
CHIP 
NOR 
CRACK 


No. 095 Mo. 0132 


ASK FOR 
SAMPLES 


CATALOG 


No. 0140 % No. 099 


VAUCHAN 'S 


FAMOUS 


No. 1008 


COMBINATION CAN OPENER, BOTTLE OPENER, CORK SCREW 


VAUGHAN NOVELTY MFG. CO. 






rai am Or laa-lim.\i - 
CHICAGO 
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The New 
Boston Rubber Chair Tip 











SprinGriP . 
Trade Mark The Tip and Its Parts 


Brass Washer Brass Nail 


- 


| Dead Bolt Night Latch 


| CK) No. 202 


Ta 


Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 
key. 

iso our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 











aH The Rubber Tip with 
i the Brass Washer 
My and Nail Moulded in 
Same. 
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Blanks and Cut Switch Keys. We make Patented 

over 1000 different patterns—all of best Send for Catalogue 

material, Write for Catalog 7. Manufacturers of Rubber Specialties 
QD INDEPENDENTIOCKCO.@@ THE ELASTIC TIP CO. 





LEOMINSTER, MASS. U. S. A. 


Mfrs. of cylinder locks, padlocks and key blanks. 














370 ATLANTIC AVENUE BOSTON, MASS. 























“Improved” Guaranteed 


Jersey 
Shoe Lasts and Stands 


They are lock bearing and absolutely the best of their 
kind. , 

If you are stocking lasts and stands similar to the 
JERSEY it will be to your interest to get in touch with 
us before placing your next order. 


We will show you that you will increase your sales on 
Lasts and Stands by stocking JERSEY. 


Look 

for 

This YN 
Mark. | S 
Denotes 

Quality, VY 


Durability. 





Better 
Machine Screws 

for the 
Hardware Trade | 





HARVEY HUBBELIx STAR HEEL PLATE CO. 


MACHINE $s CREW. 
a Louis Sacks, Inc. 


357-391 Wilson Ave. Newark, N. J. 


Ww YORK, N.Y. LEVELLAND, COMO 
a0 CAST 4258 8T "a ovr 
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mlioknrhtrls 


(Reg. U. 8S. Patent Office) 






WOOD SCREWS 
MACHINE SCREWS 
DRIVE SCREWS 
STOVE BOLTS 


Service 





Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 
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Serves 
A Full 


Measure 





ITH the Brookins Oil Measure, the 

oil is always under positive control. 
There is no muss, no trouble, no delay. 
The flexible metal hose reaches any oil 
intake without a funnel. A specially de- 
signed lip prevents spilling. The flow 
is started and stopped at will by the 
handy thumb-valve control. Not a min- 
ute’s time and not a drop of oil is wasted. 


At the drain pit, the filling station, the 
garage, on the farm—wherever oil is used 
or sold—Brookins Measures save time, 
oil, work and money. They are standard 
equipment at stations of many large dis- 
tributors. If you are not already selling 
Brookins Measures you will find them a 
profitable addition to your line. 


THE BROOKINS MFG. CO. 
342 Xenia Ave., Dayton, Ohio 
a 





The Brookins Gasoline Can 
is made in two and five 
gallon sizes. Equipped 
with flerible metal hose 
that puts gasoline in any 
gas tank without a funnel. 
Carries any distance with- 
out spilling or splashing. 
Saves time and trouble in 
carrying gasoline to cars 
that cannot be brought to 
the pump. 





SERVICE STATION EQUIPMENT 
ww... 








Brookins Measures are Service Station 
Treasures 




















New 
Brown 


“SAVORY?” Roasters 


So you can satisfy all your customers, two new 
members have been added to the large family 
of “SAVORY” Roasters. Made in rich, 
brown porcelain-enamel. Design _ slightly 
modified as shown. Can be 


Sold at a Popular Price 


With over three million enthusiastic users, 
“SAVORY” Roasters are naturally regarded 
throughout the world as the standard of self- 
basting roasters. That is why your sales- 
people find them 


The Easiest Roasters to Sell 


For information and prices on the new models, write 
to our main office: 


The REPUBLIC METALWARE Co. 


RiM Dept. S, 90 Alabama St. 


Buffalo, N. Y. 


For 90 Years Manufacturers of Quality * ‘cl enware 








AP-1064 























“One of the Best Purchases 
I Ever Made” 





FLAT OPENING 
DUPLICATING BOOKS 


Every day more and more business men are learning how easy 
it is to systematize business and keep permanent records with 
Simplex Duplicating Books. They save time and work and 
avoid misunderstandings. 

There’s a Simplex Bvok for every business purpese—over 40 
different kinds, They have many desirable features not 
found in others—yet they cost no more than other high-grade 
books. In addition to the standard forms we also make up 
special books with your firm name imprinted. 

Ask your stationer, or write us for prices and full details. 


7. IO N INSTITUTIONS 


and INDUSTRIES 


Office Supply Dept. 


(Wilbur Glenn Voliva) Zion, Ill. 
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Sell the Best 
HARDWARE 


For Hard-wear 











s For more than 48 years 
(cas) Bommer Spring Hinges have 
maintained their leadership and 

ce) proven their superiority over all 

















times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 
pe md are a me Pap aap 
t —easiest t 
Two-Dozen Container. Individual Cartons oy et " enone ae tee 
Sold by Jobbers made. 
Your Jobber handles them. 
Send for New Catalog 47. It is a 
GENEVA CUTLERY CORPORATION big help in ordering. 


Geneva, N. Y. Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 


a others. 
ba Se They have kept pace with the 





They Cut Hot Bread! 




















































Build 
Business 
with Ney 


When yourcustomer 
tells you about the 
service he got from 
* Ney stanchion, you can confidently 
promise him cae fine service from a 
— Stall, Litter Carrier or Hay F ork. For 
roduct in the pata vi © st line of 
Dairy a tet Equipment and Haying Tools 
is a booster for its brother products. 
That’s a sales point of definitevalue. It means 
that every Ney user in your territory isa 
a pee for more business--every buyer a 
ture sales possibility. 
Satisfied customers mean repeat business -- 
repeat business means steady profits-- 
steady profits mean bigger business and still 
bigger profits. 
Build your business with a line that has 





Boat Oars 


Crown Brand on a boat oar 


means perfection and qual- 





ity. It means sales for you survived the test of 46 years experience, 
° ° The NEY MANUFACTURING co. 
and satisfaction for your TABLISHED 1 
Manufacturers of Dairy Barn Equipment 
an aying Tools 


including stanchions, stalls, pens, litt 


customers, water bowls, hay carriers, hay fo oho. “pulley a hay 
c 


knives, barn dvor hangers and hardware 
CANTON, Ohio 

. - P Minneapolis, Minn. + Council Bluffs, Ia. 

Write now for information , 


and prices. 





Manufactured by 


DE GRAUW, AYMAR & CO. 


Established 1827 
34-35 SOUTH STREET NEW YORK 


FACTORY: PLAQUEMINE, LA. 
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FORSTNER BITS 


are of a circle and can be guided in 
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pith ' 
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THE PROGRESSIVE MFG. ° 


Cc 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided b 
any direction regardless of 


grain or knots, leaving a true polished surface. 


expeditious than chisel, gouge, scroll-saw, or lathe co fer core 
boxes, fine and delicate patterns, veneers, work, 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


y its Circular Rim instead of its center, consequently it will bore aag 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machme 


It is preferable and mere 


TORRINGTON, CONN., U.S.A. 













TIRE 
‘TORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with | 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. ‘ 























Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and | 
Truck Wheels eliminate noise and prevent vibra- ; 


TH 





tion. Erection as simple as A, B, C. 
small space. Make top shelves safely 


available for stock purposes. One 


style—neat of design—nicely & 
























finished—any height ceil- 


ing. Thousands in 7 TA: 
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a tel mre. 
Learn How To 
SELL MORE 
HARDWARE 


Get These Two Books 
FREE /|— 


Just Clip 
And Mail 
This Ad Back To 


DULUTH SHOW CASE CO. 
P. O. BOX No. 778-A 


DULUTH, MINN. 
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45 


superiority 


Workmen are quick to recognize 
bh} The Turner Ni 


lemand for the 


Patented 
perfectly 


of the Turner advantages are: 
Baffle ind heater plug that 
gasifies present-day gasoline or kerosene; patented 
n--opening, leak-proof, polished Brass Tank; 
itented Automatic Safety Valve that eliminates 
hazard The Pistol] Grip fits any 
fortab] FEARLESSLY GUARANTEED. 


; 
hana ComMiorvavdiy 


Order Johber. Write us fa new 


catalog. 


Edgewood Ave., Sycamore, II. = 


The 


from wour 


Manufacturera of 
Brazers. 


World's Largest Enclusive 


Biotorches, Fire Pots, 
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STROP 
DRESSING 


Made by 
the Worlds largesf 
Razor Sfrop Manuytactyrer 


PRICE PER DOZ.IN DISPLAY CARTON $1.25 
WRITE FOR OUR STROP CATALOGUE 


KOKEN COMPANIES. 


SAINT LOUIS, MO. 
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ND PITCHING HORSESHOES 
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IL.Very teursst should carry a pitching horseshoe outfit. A neces- 
sity to limber up after the day’s drive. Convenient to carry in 


Suggest it to them. 
Pitching Horseshoes are drop forged steel, scientifically 
They are sold in sets complete with stakes, or with 
cases holding two pair, also by the pair. 
‘“‘How to Play Horseshoe,’’ to dis- 


small space. 
Diamond 
heat treated 
leather carrying 
Ask for copies of the folder, 
play on your counter. Address 


DIAMGND CALK HORSESHOE CO. 
4622 Grand Avenue Duluth, Minn., U. S. A. 





m4 If you'll get ’em to try " 
it—you’ll see how they 
buy it—p-u-s-h 





Half Soles—Heels—Strips 


OUTWEAR BEST 
LEATHER 2 TO 1 


Advertised in more than 800 
leading newspapers! 


(See page advt. next week) 


. Panco Co., Chelsea, Mass. 








r 











GET TURNER’S SPECIAL OFFER! 


It will show you why Turner dealers are so enthusiastic. Get the 
details of the special offer on this fast selling product. It will 
obligate you in no way. 


Write TODAY! 














Donley Screen Door Guards 


Prevent bulging and sagging. 
Add to the life of the door. Four 
sizes to fit any door. Retails at 
75 cents. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 
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Known as both Adjustable “S” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 
not practical. Keystone Quality throughout. 
Malleable handle. Forged-Steel Jaw. 6 sizes: 
4 to 14 in. 

Write for Discounts, 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicage 





Yip Russell Jennin ings I Mfg.Co, 
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Profitable ' 
Sales 


Chester, 219182 








Osborne — Grade ae a 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our p: “ducts. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


Cc. S. OSBORNE & C NEWARK, N. J. 
ESTABL IsHED 1826 





Sells Well for Many Uses 


Radio builders say this is the handiest vise made 
for radio work. 


It is also very popular for use 
in the garage, workshop and 
home. 


Made with a swivel base and 
34-inch jaws which open to 4 
inches. Weight 19 pounds. 
Attractive bright Red finish. 


« 2 Very rugged. Sells readily at 
adiovise a liberal profit. 
Write us for details and prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 




















Paine oggleBolts 


The only apring type toggle 
on the market. 


The wings open in- 
stantly in any position 
in hollow material. 

Any style head 

Any length bolt 
Standard bolts threaded 

to hea 

Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, IIl. 
33 Warren St., New York, N. Y. 








A Torch. For 
very Service 


Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Lil. 








American Steel & Wire 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San ‘ee Los Angeles, 

Portland, Seattle 


BARBED: Ellwood Glidden Glidden, Am. Special, 
Waukegan, Baker P erfect,. Eiltenod Junior 

NAILS, Srikes, ‘STAPLES TACKS, Hot Galv’ Nails. 

ZINC INSULA FENCES: American, Royal, Anthony, 


= Gate 
BANNER ( former! Arrow STEEL ‘POSTS. 
ONCRETE 


RE 
BALE TIES: Old = brands. 

















Quick Delivery. “Write us for selling plans. 
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Ice Tools and other 
equipment for every ice 
handling purpose. A large 
stock always on hand to 
| promptly meet your re- 
quirements. 

Write for complete price 
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SUN! EAM tty 


mw modern heating plan requires “no basement, yet it heats the entire 
It takes up little = on as a as a fine piece of 
a A Write teday fa our 
THE FOX FURNACE COM COMPANY 
Largest Makers of Heating Equipment 
ELYRIA, OHIO 


July 16, 1925 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 























Wright’s Patent Machine Expansive Bit 


Expansive Bits of All Kinds 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














POWERFUL 
DEPENDABLE 
RELIABLE 





EVEREADY 


COLUMBIA Order from your jobber 
Dry Batteries Menulactured and guaranteed by 


NATIONAL CARBON CO., Inc. 
~they last longer New York San Peansioss 


















Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


D. Landreth Seed Co., Bristol, Pa. 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 








PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 











There is a 


Burroughs Machine 


for every figure job 
in every business 


Burroughs Adding Machine Company 
Detroit, Michigan 














STRATTON "***sar*** 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and aw dried. 


STRATTON MFG. CO. Stratton, Maine 








Robertson “Horse Shoe Magnet Hammers 


Permanent magnet which holds 
~ tack in position for driv- 
ing. Awarded the Silver Medal 
i. ——_ offered B,. the Panama-Pacific Expvusition 
profit. Write for price Kat. 
Name and design trade marks registered U. 8S. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















% AWILLIAMS,— 


WRENCHES 






» OG. & CO. 
no Ma ey l STANDARD FOR 


“7 e Pp e”’ 
New York BUFFALO Chicato MALF A CENTURY 























_ NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
‘the New Britam Machine Company 
New Britain Connecticut 














the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 

maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 















THE GENUINE 


PUNTER’S SiFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 





Imitated But 
Never Equalled 




















BROW N ~ SHA \RPE TOOL . 


las Beet => 


Sul mage ror bre wS Sharpe Quais 
j LC afalog p i, 
' ix e s _ {3 
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—Graffco 
















* | NAIL 
STAYS 
: aie Picture Hangers 
WON lie flat against the wall because their 
FALL design permits it (see cut). Their 


rounded edges safeguard the wall- 
paper or woodwork from injury. 
Their tool-tempered steel nail stays 
in yet may be instantly adjusted or 
removed; won’t fall out. 

Made of steel, lacquered brass finish, Hold up 

to 100 Ibs. Three sizes. Each size retails 10c. 
packet. 

Write for free samples of this business clincher and 
a good offer, including handsome free display case. 


GRAFF-UNDERWOOD CO. 
Sole Mfrs. Graffco Vise Signals, Vise Clips, Vise Index Tabs, Bud 
Vases, Pencil Sharpeners, Maptacks, Thumbtacka 


20 Beacon St., Somerville, Boston 42, Mass. 


OUT! 















PY | : Size 
| ~ No. 2 






PRIVATE BRAND Post Hole Diggers Are Not 
IWAN Tools 


We do not make private brands for any jobber, nor compete with you 
by selling to mail order houses. Specify GENUINE IWAN Auger, 
, Invincible Digger, Eureka Digger, Perfection (Atlas) Digger, Hercules 
Digger and Vaughan Auger to your jobber. 

See complete IWAN line, page 229 Hardware Buyers catalog. 


[WAN BROS., Mfrs, SOUTH BEND, IND. 



























No. 208 
A Quality Torch 


No. 208 Torch produces more heat, 
saves time and fuel and the cost for 
upkeep is nominal. The improved 
Double Needle Burner burns either high 
or low test gasoline. The gas orifice 
is cleared by using the upper cleaner 
needle, which is fitted with a wire tip 


- 
- 


RX 
gd 
Le 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


WMLON SLAW A; and keeps the Torch burning at its 

U\ Aeewatiy OP? maximum. Both needles are blunt, 

ASH ORD pay 0. making it impossible to injure the bur- 
0) ner orifice. There are many other im- 


proved patented features that give the 
user better service. Jobbers supply at 
factory prices. Get a catalog. 


Send for catalog and samples CLAYTON — MFG. 


BRAIDED CORDS - COTTON TWINES No. 2U8 Torch 6275 Beaubien St. 
Ask for latest price. DETROIT, MICH., U. S. A. 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 























Sell Tacks 


According 
to Length 












IDEAL LINE 
ROLLING STEP LADDERS 














Prices ve - Carry less tacks and 
are 25% Shipments sell more. Cus- 
lower than ” tomers are now 
any other a _ ‘at asking for tacks by 
Rolling YOUR LENGTH _ instead 
Ladders Shelving. of by NUMBER. 
g ae 
on the HOLLAND Tacks 
Market. Complete have the call. 
Satisfaction “laa i Ask your Jobber. 
seeeeneen The Holland Mts., Co. 
Balti » Md. 
SUCCESS FURNITURE CORP. os 
St. Louis (Kirkwood), Mo. 


AE Pusn-vms 
PUSH-LESS HARGERS 
SS —a eee 








Contains 
150 
10c Packets 
Sell for $15 


TAPES |... 
TH AT Counter 


Display Cost $10 
SELL Cabinet Profit $ 5 











Quick-reading steel tape, foot marked at each inch, divided to 
12ths. of inch, steel lined leather case. 


Send to nearest branch for information 


EUGENE DIETZGEN CC. 


Chicago New York San Francisco 
New Orleans Pittsburgh Philadelphia 
Washington Milwaukee Los Angeles 





Push—Pins Push-less Hangers 

**Glass Heads-Steel Points” ** The Hanger with the Twist’’ 
To “ Hang Up Things” in Homes, Offices 
and Schools. Nationally Advertised. 


Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 
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WANTED—A FIRST CLASS MAN who 





Sr CNS eC ch's < tas beddwed o 400% eo eed ees $3.00 
An Effective Low Cost Contact with Hardware Man- Each additional word “ERE LLG LELELCALC CELT COTTE .06 
“ 9 ee Se, ES CD GRUNER b noc cccccesccervrsesecerceccs 4.00 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers I FIs 6s 6. vs 608 66d on obe sd danesondeusee 08 
Salesmen, Retailers and Retail Salesmen. I as otic 5 oun bakes koi halodeuasckedaa .. 5.00 
eS ‘ ; CN ee ee ee ae ee 4.00 
No illustrations accepted for these pages < ieauetbin. 00% ait: 6 tanestiees tee on 
Allow seven words for Keyed Box Number Address. Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 
e 2 e 2 Sal 
Business Opportunities 7 Business Opportunities es Accounts Wanted 
= innate | 
— FOR RENT—In Kenosha, Wisconsin—store HAVE YOUR BRANCH! OFFICE in New 
oak 20 x 95 or two story brick building, down town York free of charge. For several years I have 
We have special facilities for bending location, possession October Ist. S. R. Gordon, been New York manager of two hardware manu- 
and a steel woe Me Rego we 4 ae Wisconsin. facturers an ave customers among the best 
a O. ; ¥ mgt ages is - ae ae 4 jobbers and exporters. Am educated, know 
ihe, f, oe sg a | several languages, traveled extensively here and 
leable or forged stee parts. . | abroad. Am looking for connection where abil- 
_ Where the above material is required Help Wanted | ity to manage affairs counts more than missionary 
in polished and nickel plated finish, our | work. Expect no drawing account, commission 
ey a doing ~~ i ourselves | only. ay al Box G-683, care of Harpware 
on a low cost are very favorable. | GE, New Yor 
We have complete marketing connec- 
tions for products of this character if 
necessary. 
Your inquiries will receive prompt at- 
tention, and quality and workmanship 


are guaranteed, 


Chicago Handle Bar Company 
Shelby, Ohio 
Established thirty 


years { 














FOR SALE—BEST HARDWARE STORE in 
Central Kansas; established 1908, good earnings 


every year. Live growing town—6,000. Fine 
clean stock hardware, paints stove, $25 000; sales 
$100,000. Owner’s health failing. Cash’ only. 
no trades considered. ay carry part. Live 


going business, little competition. Address Box 
G-657, care of Harpware Ace, New York. 





FOR SALE: The most beautiful hardware and 
a goods store in Eastern Massachusetts. 
oing over sixty thousand dollars business. It 
you are looking for a store wel] established, this 


is a snap. Reasons for selling will be given upon 
pene. Twenty miles from Boston. Address 
Box G-661, care of Harpware Ace, New York. 





TO LEASE—Entire corner building in the 
heart of the hardware district. Large store and 
basement, wonderful for display room—upper loft 
very light—can be used either as an office or 
stock-room. Will lease loft separately to a re- 
sponsible firm if desired. 90 Lefayette St., 

ranklin 2979. 





HARDWARE BUSINESS FOR SALE— 
Greatest opportunity right now to step into one 
of the leading hardware stores in Detroit, Com- 
plete stock and good lease. Owner wishes to 
retire. $30,000 cash will handle. Address Box 
G-670, care of Harpware Acre, New York. 





FOR SALE—Hardware and Paint stock in 
Central Illinois city of 12,000. Hardware estab- 
lished 55 years. Manufacturing center and good 
farming section. No trades. (Good reason for 


Good location and build- 
Address 


York. 


selling. No dead stock. 
ing can be leased for a term of years. 
of Harpware Ace, New 


Box G-681, care 

OPPORTUNITY TO START ete: and 
hardware business. Young man with twenty 
years’ cutlery experience, executive and selling 
ibility, wide acquaintance and best of references, 
knows of especially attractive location for new 
cutlery and hardware store in New Yor Seeks 


partner with from five to eight thousand dollars 
capital. Address Box G-679, care of Harpwars 
AGe, New York. 





FOR SALE—FEstablished lock manufacturing 
business. Orders, full equipment and stock on 
hand. Small amount of capital required. No 
debts. Address Box G-669, care of Harpware 
Ace, New York. 


HARDW ARE AND PAINT STORE: Build- 
ing alterations of our main store compel us to 
dispose of one branch store. Located in the best 
residential sections of Chicago. Established 2 
vears, doing cash busiress. Will sell at cost of 
fixtures and merchandise. Bargain. Communi- 
The Hoffman Hardware Co., 1920 
Chicago, Illinois. 


cate at once. 
Monterey Ave., 


can take charge of Hardware department, ad- 
vertising, and window trimming in retail hard- 
ware store. Address Box G-639, care of Harp- 
ware Ace, New York. 





WANTED A COMPETENT, experienced 
hardware man _ with thorough knowledge of 
general hardware lines and who understands 


Conversant with retail hardware business 
in New England city. Primary re- 
ability to take inventory of a large 


values. 
perticulariy 
quirement is 








retail hardware store. Address Box G-677, care 
of HarpwarE AGE, New York. 
WANTED—HARDWARE SALESMEN for 


all states, to sell to hardware dealers and jobbers. 

Mechanics tool retailing for $1.25 to $2.00 each. 
Address Box G-678, care of H'arpware AGE, 
jew York. 


SAL LESMAN WANTED TO ‘SELL INCAN. 
DESCENT LAMPS ON A COMMISSION 
BASIS. GOOD OPPORTUNITY. ADDRESS 
BOX G-654, CARE OF HARDWARE AGE, 
NEW YORK. 


Positions Wanted 


— — 











SALESMAN, THOROUGHLY ACQUAINT- 
ED with the wholesale and retail hardware and 
auto accessory trade in New York City and vicin- 
ity wishes to secure the representation of one 
or two well established lines in this territory. 
Have a real sales record and would be interested 
in communicating with manufacturers who are 


not satisfied with their present sales in this seo- 
tion. Address Box G-667, care of Harpware 
Ace, New York. 





Sales Representatives Wanted 





SALESMEN WANTED, who are calling on 


the retail hardware trade, to sell along with 
their present line our high quality “Purity’’ 
brand lawn seed. Protection is given in the 


territory which you cover. e desire men who 
are interested in the permanency of their business 
and in steadily increasing their income. Liberal 
commissions are paid. We have openings in 
several states east of the Mississippi River. Now 
is the time to book future orders. hen writ- 
ing please give references, territory covered, etc. 
For further particulars, address BOX -676, 
care of Harpware Ace, New York. 





SUCCESSFUL LATIN AMERICAN travel- 


ling salesman, good character, a worker, pleasing 








personality, gets immediate results. Speaks 
fluently Spanish, French, Italian, German. 
Thoroughly acquainted with import conditions 
and sales psychology of said territory. Desires 
| new connection. Address Box G-682, care of 
Harpware Ace, New York. 

POSITION WANTED by a reliable, well- 
versed retail and wholesale hardware’ man as 
manager of store or as department manager. 
Wish to locate in the middle West preferably 
Chicago or St. Louis. Know the hardware busi- 








ees 


Can furnish best of references. 


ness thoroughly. 
care of Harpware AGE, 


Address Box G-684, 
New York 

YOUNG 
thorough cutlery 


MAN WITH TWENTY YEARS’ 
and hardware experience as 
buyer, salesman and store manager, widely ac- 
quainted, speaks six languages, is open for posi- 
tion as manager of store or cutlery department 
for a live progressive concern. Address [Box 
G- 680, care of HarDWare AGE, New York. 


SALESMAN with 
ing on the Lest hardw:re 
desires line for that territory, strong enough to 
be worthy of his undivided sales eftoris. Address 
Box G-685, care of TTARDWARE Ace, New York. 


five years’ experience call- 
trade in New England 





Railroad. 
12 


Hardware. 
House Furnishings. 


SALESMAN: General 
Ship and Mill Supplies. 


years’ travelling experience. Can handle big job. 
Address Box G-686, care of Harpware Ace, 
New York. 





Sales Accounts Wanted 


WANTED—REAL LIVE LINES for whole- 
sale and larger retail hardware also department 
store trade. in the State of Pennsylvania. Years 
experience, also unquestionable references. Com- 
mission only. ddress Box G-675, care of Harp- 
ware Ace, New York. 














WANTED SALESMAN—Familiar with retail 
and hardware jobbers, to carry established side 
line of hardware specialties. Advise territo 
and lines now carried. Liberal commission. Ad- 
— Box G-658, care of Harpware Ace, New 

or 





SALES REPRESENTATIVES WANTED— 
Reliable manufacturer, leader in its field, offers 
ten per cent commission on wel own, 
advertised line. Samples only need small space 
in grip. This is an exceptionally profitable _ 
line for salesmen covering the hardware t 
Address BELLWETHER oO. 234 S. Wells St., 
Chicago, IIl. 





SALESMAN WANTED—To handle house- 
furnishing steel specialty as side line on com- 
mission basis. ust be acquainted with trade. 
State territory covered, lines handled and give 
reference. Address Box G- 672, care of HARDWARE 
Acre, New York. 





WANTED—SALESMEN calling on hardware 
stores and housefurnishing departments, able to 
handle a side line of bathroom accessories on 
commission basis. Advise at once with reference 


and particulars as to territory wanted. Address 
se SPECIALTIES CO., East Strouds- 
urgh, Pa. 


—_— 


WE WOULD LIKE TO HEAR from strictly 
high class manufacturers’ agents, hardware 
houses and exporters who are prepared to handle 
our line of Goodrich Rajah and Carbo Magneto 
Sharpening Stones and Grinding Wheels on job- 





bing basis. ‘Highest quality goods; fully guar- 
anteed. Extremely liberal discounts and freight 
allowances. A. GOODRICH, INC., 1500 Madi- 
son St., Chicago, Il. 








Let Us Help You Word 
Your “Want.” 
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¢ DEALERS WANTED EVERYWHERE lron Fence, Gates 


























ee ; Lawn Vases 
MAL) fi Settees 
~ QUALITY SERVICE | TTT I General Iron 
UNIFORMITY OISTINCTION | seate | and Wire Work 
“The Toots inthe Pleid Baw” Pe aast| “aan dau 





: Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Bleck, Cincinnati, 0. 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 
HACK SAWS - BAND SAWS — SCREW DRIVERS —- GLASS CUTTERS 


PoPGh 20996950992 9499504) se¢eeeeses aee¢eeees eeeeeaee 
SeeCeeeeeeeeeeses eeeeeeeeeesee 














Millions of Advertisements Yearly “I Make the best Hammer” 


on Lorain Oil Burner Cook Stoves are increasing the demand every- 
where. Consider the reputation of the maker. Consider the number 
of actual sales made by tens of thousands of satisfied users. Go out 
and learn how supremely good the 1925 Lorain Burner really is. 
And make your own estimate of the profit you can earn by selling 
Oil Cook Stoves equipped with the Lorain High Speed Burner. 


dD. May dole, 1843 





The popularity of Maydole Hammers among Carpe nters 
Machinists and Mechanies attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 





THE DAVID MAYDOLE HAMMER CO. 



























AMERICAN STOVE COMPANY, St. Louis, Mo. Nevwiem New York 
Waste — Mops — Wicking Leaders in their line 
1 Rome Copper Utensils have over 
Cleaning Cloths 30 years of ““Know how”’ behind 
AT Caulking Cotton — Chemical Cotton them. For aoeee and quick turn- 
MASCO Send for samples and prices over, Carry tem. SAL PS 
PRO MASSASOIT MANUFACTURING CO. Write— 
DUCTS BD all River, Mass. U. 8. A. ROME MFG. Co. easy 





St ee 
New York Office 
Chicago Office - 


Factories and Offices, Rome, N. Y. 





350 Broadway 
189 West Madison St. 

















A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 







SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. nd for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 


John H. Graham & Co., 113 Chambers St., New York 
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Sales Agents: 




















in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 


Watch the Weekly Market Reports 




















J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=—RIVETS— 


n Can 


iC a fi | 


“They Havea S— == 
Bull Dog-Grip” 


Americ 


aS 


Manufacturéd by 
7 S. Clothes Pin Co., Mortpelier, Ve. 
Sales Dept 
1015 Union Bank Bldg, 





American Can Company 


sfyrac 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 
0. 
Syracuse, New York 





Pittsburgh, Pa. 




















ELEVATORS 
DUMBWAITERS 


| The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, . 


Write for ower catalog 
Energy Elevator Co. 
211 New St. Philadelphia 





























For over 30 years the leaders in 








ICRAYONS 


FOR EVERY PURPOSE 


STANDARD “Barve Messe 


| 
Scnsenemeamedaeineeenee 2 ree ctor moat coca eM RR I a 








SCYTHES 


and 
Scythes since 1912. 


AXES 


Axes since 1880. 


RI XF O RD racHighgate,Vt. ; 





SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 








LS, eenhetientaeenannanetemien iio 


MANUFACTURERS 


What have you to offer in the way of quick 
selling merchandise? Let one of these ‘‘small 
card’’ advertisements help you increase your 
business. The cost is only $8.00 per inser- 


tion. 
ARDWARE AGE 
239 W. 30th St. New York, N. Y. 





making tools for stone workers. 
Catalogue. 


TROW & HOLDEN COMPANY 
BARRE, VERMONT 











ELEVATORS 


and Dumbwalters 
fer Heuse, Store er Warehouse. 
fer particulars. State +r? ——— 
ments as te size, capacity and lift. 
The SIDNEY ELEVATOR Mfg. 
Sidney, Ohie 


Ca. 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
for errors or failure to insert. 


No allowance will be made 


Every care will be taken to index correctly. 
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FIRST: 


A most complete line of all 
steel and steel-tray wheel- 
barrows, including’ suitable 
types for the home, the foun- 
dry, contractors and indus- 
trial concerns. 


re) oh OO) DF 


Complete warehouse stocks 
which act as service stations 
and assure satisfactory deliv- 
ery of your rush require- 
ments. Warehouse locations 
are at Boston, New York, 
Cleveland, Detroit, Chicago, 
St. Louis. 


THIRD: 


A complete advertising ser- 
vice in trade paper space, cir- 
culars, handsome catalogues 
and counter display signs. 





FOURTH: 

The quality of the line in both 
construction and appearance. 
A line which pleases your 
trade and adds to your sales 
and your profits. A line 
built standard and so sim- 
plified that every part is 
interchangeable. 





yyy); 
ROW MEAN RE ING ON SILVER iq 





YN \ MQ 


= 
WS \ 
\ 


_~ 








77 


4% see 


x 
\ 3 


\\ 
SX 
NN 


\ SX 





\ 
N 
\\ 
\\ 
\\ 
\ 


A 


Vis 


Jos 
- 


4 st 4? 
Z 4, “witty, “a 


7 


hi 
A Up 4444 Bt tY 
Yj 


~' 


Y, 


SS 


RK 
\ 

Y 
S. 
S\N 
SS 
4 


\ 


“ 


NS 
NS 
SS 

NN 


~ 


Y 
Y 


WS 


Z 
“yy 


. 


SS 


“MW 4 
cA 
Y 


\N 
\S 


G 7 


% 


C2 
Z 
Y 


Y Mbps Peed 
Yy Yy FW L , 
WY YY YY 























HARDWARE AGE July 16, 1925 








Just as sure as you know that the sun will rise to- 
morrow morning—so sure can you feel that the 
“CRESCENT SUNOLA” is the best circulating heat- 


ing plant made. 
And the Price is Lower 


Unexcelled beauty in design and finish—hand grained walnut and 
brown mahogany vitreous porcelain enamel. 
Airtight joints—holds fire 48 hours. 
Fourside circulation—instantly made into radiating heater when desired. 
Heating unit is full 16” size cast iron warm air furnace. 
Triple wall, asbestos lined cabinet on all four sides. 


‘*Better Built’’ 


REGULATING CHAIN Let us prove the above 


( FOR CHECK DAMPER 


~ HEAVY CAST IRON RADIATING DOME statements — write for 


CAST IRON CHECK DAMPER 
REVERSIBLE COLLAR 













REGULATING CHAINS 
FOR ORME! AND particulars — OF better 
EL vewrccrvon still, get sample at 
ee HOT BLAST RING 
perma inme | A2GF COAL CHUTE once. 


morwacsen shipped set up. 
DOOR WITH CHANNEL x 
IRON FRAME Not a single loose part 


to fit or bolt. 








ee ! Made is 
— Crescent Stove Works 
| Evansville, Ind. 


5 
aed an Ke 
Sere Nadi 


Western Distributors 
‘ if Rem: J. A. Battin Stove Supply Co. 
a One —e a y | paren! No. 1741 Lawrence St. 
ee — | Denver, Colo. 
Union Stove Works 
No. 70 Beekman St, 
New York City 
Distributors—under name of 





“Union Sunola” in New Yoerk 
and New Jersey and New Eng- 


ASH R 
— land States, 


Pt N Ni : SURFACE 
ance poRcri ain é ROUND TO PERFECTLY 
ARGE PORCELAIN AS! my TIGHT FITTING * 
PAN WITH BA Northern Distributors 
Lor > TR 

{ 
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The Cabinet Heater For The Modern Home 























